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Cortez flies to Mexico 


HEN 20th Century-Fox undertook the filming 
of “Captain from Castile” right where it hap- 
pened in the rugged mountains of Mexico, it faced 
some appalling transportation problems: four to six 
days’ travel time between each of the three main 
locations, and an operating cost of $60,000 a day! 
But Henry King, director, simply added a 200- 
mph twin-engine Beechcraft Executive Transport to 
the staff. The trip between each location—Morelia, 
Uruapan and Acapulco—was reduced to 50 minutes! 
The Beechcraft flew actors, supplies and technicians 
between these historic “stages” on a moment’s notice. 
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Tyrone Power, Cesar Romero 
and Director Henry King 


on location in Mexico during 
the filming of the 20th Century- 
Fox technicolor picture 


“CAPTAIN FROM CASTILE” / 


“The Beechcraft was all-important to us in making 
this picture,” says Mr. King. And in many other 
American industries similar records are hung up by 
the Beechcraft Executive Transport every day. Its 
prime purpose is the quick and efficient transporta- 
tion of personnel and materials on a company’s own 
schedule and between a company’s own selection of 
destinations, whatever they may be. 

Nearly 400 corporations are saving time and 
money with Beechcraft transportation. For a catalog 
describing this twin-engine Beechcraft, just write 
today on your business letterhead. 
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BRITISH BUSINESS What restrictions does a “Sentinels,” Frontispiece - - -— - 10 
new business face under a controlled economy 
such as exists in Great Britain? If you are con-- Aid to Europe—and Economic Stability at Home Il 


Puitie D. REED 


templating opening a British branch of your 
Chairman of the Board, General Electric Company 


company don’t fail to read Roy A. Foulke’s 
concise summary of the problems involved in 
investing funds in British subsidiaries which 
will appear in the February Dun’s Review. 
This not only details the various government 
controls over plant location, erection, labor sup- 
ply, and so on, but suggests time-saving steps 
to take before going abroad. 


Tax Carryovers: Aids to Business Expansion 13 
J. K. Lasser, C.P.A. 


Human Relations Are Everybody’s Business 16 
Dwayne Orton 
Director of Education, International Business Machines Corp. 


Retail Operating Ratios as Managerial Guides 18 
N. H. Comistt 


PRESERVING RECORDS The need for thor- 
Professor of Business Administration, University of Washington 


ough study of all possible eventualities before 


adopting a new system for the preservation Of TL. Trend of Business 20 
destruction of business records is indicated by 
Julius B. Kaiser, Archivist, Standard Brands, in Significant Indicators 5 ; 21 


« coming article in Dun’s Review. 


— 2 
NUMINESS CYCLE Steps which may be taken Trade Activity—A Regional Summary ‘ 26 
toward setting up research programs designed }Jere and There in Business : : " 32 
to afford a clearer understanding of the busi- 
ness cycle and to provide means for controlling [ndex of Advertisers - A : ; 7 B 69 


depressions are suggested by Samuel P. Hayes, 
Jr., Associate Director of the Marketing and 
Research Division, Dun & BrRapsTREET, INc., im _Dun’s Review (including Dun’s International Review and The World’s Markets). Janu- 
ary 1948. Published monthly. Copyright 1948 by Dun & Brapstrreet, Inc. Copyrighted 


the February number. He outlines the kinds of 
information which economists now find lacking 


in making a study of the business cycle. Frontispiece from 


under International Copyright Convention. 


Lee. 
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: 7 HE mixed emotions of men whose 
favorite candidates won or lost at the polls 
was vividly recorded by George Caleb Bing- 
ham in this delightfully human canvas painted 
about 1854. 

Women are conspicuously absent, except 
for the small group gracing the upper porch 
at the extreme right of the canvas, for it was 
not until many years later, in 1920, on August 
26th that “The right of citizens of the United 
States to vote shall not be denied or abridged 
by the United States or by any State on account 
of sex,” was written into the Constitution— 
the Nineteenth Amendment. 

The old-time fanfare of election day, the 
colored lights, the gay torch parades with 
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THE PEOPLE 
brassy bands, bonfires and roving groups of 
boys thumping dish pans are no more. 

To-day the electorate register their choice 
on automatic voting machines, return to their 
homes, await the closing of the polls, snap 
on their radios and listen to the announce- 
ment of returns over the air. 

Voting procedure has been made so effort- 
less, so convenient, so quick and above all, 
so honest, that little reason can be advanced 
for anyone neglecting to exercise this sovereign 
right to elect our governing officials—a _privi- 
ledge many people throughout this troubled, 
war-weary world would dearly prize. 


CLARENCE SWITZER 


JaANuaARY - 1948 


All rights reserved under Pan American Copy- 
right Convention. 290 Broadway, New York 8, N. Y. Subscription information on page 68. 
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Cat PLUS CLAY 


If your business is in ceramics — 
your business is in Alberta! For 
here, there's a team that's tops. 
You'll fire your ovens. with 


NATURAL GAS so low in cost 
that it will compete with the 


cheapest coal; you'll be able to 
import CLAYS cheaply and 
abundantly for almost all ceramic 
needs. Heat plus clay—a winning 
combination waiting for your 
development in Alberta! 





DEVELOPMENT BOARD 
Administration Building | 
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Articles ranging from the largest 
drain tile to the most delicately 
turned ornament are being made 
already in Alberta. Centre of the 
young ceramic industry is in Medi- 
cine Hat, where clay and natural 
gas are in close proximity. Many 
other parts of the Province offer 
equally advantageous plant sites. 
We think you'll be intensely inter- 
ested in the ceramic opportunities 
this Province offers. Write for 
facts on Alberta — the free land 


of free enterprise. 








PROVINCE OF ALBERTA 
Edmonton, Alberta, Canada 
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THAT AN IDEA MAY TAKE FLIGHT.. 


Man is distinguished from the animals not alone by his ability to reason, but 












also by his ability to communicate his thoughts and ideas to his fellow man. 


Indeed, America has attained its greatness by the free flow and exchange of 
ideas through a peerless communications system. 


The telegraph, telephone, wireless, radio and now television . . . this vast web 
of wires, tubes and controls is the vital nerve system of America and the world. 


As these “nerves” have unfailingly served all of American business, so The 

American Insurance Group, through its 10,000 agents and brokers, has served 
the growing American Economy for 102 years by providing ever-improved 
and ever-expanded quality protection against loss. 





Newark, New Jersey 


The American Insurance Co. - Bankers Indemnity Insurance Co. * The Columbia Fire Insurance Co. - Dixie Fire Insurance Co. * The Jersey Fire Underwriters 
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DISPLACED PERSONS SHARE A MEAGER LUNCH IN BERLIN-——-ACME PHCTOGRAPH 
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AND ECONOMIC STABILITY AT HOME 


© O DECISIONS facing 
the nation to-day surpass in im- 
portance the two-edged problem 
of recovery in Europe and infla- 
tion at home. How far can we 
go in providing aid? How can 
it be made most effective? Mr. 
Reed, who heads the American 
branch of the International 
Chamber of Commerce, contrib- 
utes his views on these vital cur 
rent questions. 


PHILIP D. REED 


Chairman of the Board 
General Electric Company 


Y 
Kk making the iniual appro- 


priation for the emergency foreign aid 


program, Congress has made plain 
that it recognizes our real and personal 
stake in the rapid restoration of the 
European economy. All of us can take 
great satisfaction from the fact that so 
many of our Congressional represen- 
tatives went abroad in order to prepare 
themselves to make the decision which 
now confronts us on what to do about 
longer-term cconomic aid to Europe. 
No subject transcends this one in im- 


portance or complexity. 


E W 


To deal with this problem we must 
first of all understand it. This is by no 
means easy because on certain questions 

—for example, will or will not Western 

Europe go Communistic if the United 
States does not step in with food and 
fuel to prevent starvation and suffering 
this Winter?—on certain questions, I 
say, we cannot find solid facts to give 
us the answer and must make the best 
cducated guess we possibly can. 

There are matters, however, which 
are quite clearly established, or perhaps 


ii would be more accurate to say they 
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are not the subject of disagreement 
among the best informed American ex- 
perts and observers. Let us first, there- 
fore, record these items as a sort of 
foundation for our further examination 
of the subject. 


Three Important Problems 
First—Western Europe is in fact fac- 
ing a serious, yes, crucial, food shortage 
this Winter. 
Americans recently who on the basis of 


I have talked with several 


their own casual observations abroad 
or those of their friends are questioning 
this need of food in Europe. The people 
looked well enough fed to them and 
they saw no one starving in the streets. 
Without taking the time to set all the 
evidence before you, 1 simply want to 
say that the most competent and in- 
formed experts I know, both in and out 
of government, are unanimous in their 
view that a dangerous food shortage 
confronts these European countries and 
that unless we make available the neces- 
sary foodstuffs, principally grains, star- 
vation and desperation will stalk that 
area this Winter. I for one accept this 
conclusion as an established fact. 

Second—Production is the crying 
need of all the world. It is the inade- 
quacy of production that lies at the root 
of the economic ills of every country in 
the world, including our own. When 
supply is short and money plentiful, 
prices, despite anything we can do, tend 
to rise until demand and supply reach 
equilibrium. If this adjustment re- 
quires a large and rapid increase in the 
price level, the stage is being set for a 
crash in prices, production, and em- 
ployment. 

This is so because the high price level 
is a temporary and fictitious thing pro- 
duced by war’s outpouring of money 
for armaments and at the same time 
its curtailment of production of peace- 
The longer it takes for 
post-war production to satisfy the 


time goods. 


swollen demand, the higher prices tend 
to go and the greater the risk that the 
ultimate downward adjustment will 
take the form of a collapse rather than 
an orderly corrective process. All this, 
of course, simply emphasizes the im- 
portance of getting more production of 
scarce products here and abroad, and 
getting it quickly before prices move 
more badly out of balance. 
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It is hard for us in America to under- 
stand why it is that with more produc- 
tion being the crux of the European 
problem so many European govern- 
ments have been moving away from, 
not toward, private competitive enter- 
prise which has long since proved its 
pre-eminence as an efficient producer of 
quantity and quality goods and services. 
But be that as it may, the fact remains 
that until Europe’s mines and factories 
are producing enough to meet local de- 
mand and to export in sufficient quan- 
tity to pay for the food, raw materials, 
and manufactured goods required to be 
imported by that area, we here in 
America will feel and suffer from 
Europe’s failure to get going. We shall 
feel it both in terms of an economic 
drain and consequent lowered standard 
of living in this country, and we shall 
feel it also in terms of the less tangible 
but very real political unrest and Com- 
munist penetration which are the part- 
ners of poverty and despair. 

Third—It would be over-simplifica- 
tion to say that America must take no 
chances with the health and strength 
of her own economy in order to send 
needed supplies and production aids 
to Europe. But it is very clear to me 





that America’s first duty and responsi- 
bility, not only to herself but to all 
friendly countries of the world, is to 
maintain a sound, strong, and dynamic 
American economy.. We must not, 
however great our interest in or impluse 
to share our production with other 
countries, so stretch or strain our do- 
mestic economy as to cause another up- 
ward turn of the deadly wage-price 
spiral. Were that the price of imple- 
menting the Marshall program we 
could not afford to pay it, nor could 
Europe afford to have us do so. 

I may say parenthetically that there 
are those in Europe, some of them in 
high places, who are still under the mis- 
taken impression that America is 
eagerly searching for outlets for her 
production in order to maintain em- 
ployment. There are also those who 
are inclined to horse trade on what they 
conceive to be America’s determination 
not to let Communism spread further 
into Western Europe at any cost. 
These, to be sure, are minority voices, 
some of them no doubt speaking from 
behind the iron curtain itself. 

But it should nevertheless be made 
perfectly clear that whatever food, 

(Continued on page 42) 





“In appropriating funds for emergency aid, Congress has made a wise start, but it is only that. 
If would be difficult to exaggerate the importance of getting organized quickly for the second phase 
of the program, the tremendously tough and at the same time delicate job of helping Europe, through 
production aids, to regain her economic footing.” 


A GREEK MOTHER BAKES BREAD FOR HER HUNGRY FAMILY—-ACME PHOTOGRAPH 
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e 7 oo few business men, and 
their professional advisers, know 
enough about a most important tax aid 
to business development. My recent 
experiegCes convince me they need to 
learn a great deal more about the carry- 
back and carryforward features of the 
Federal tax law. 

Just to test if this is true see if you 
can answer affirmatively the following 
questions: 

Do you know that some businesses 
can get back the excess profits taxes they 
i paid from 1943 through 1945, together 
with the income taxes paid in 1945 and 
1946, if they have losses in 1947; or can 
get back the excess profits taxes they 
paid in 1944 and 1945, together with 
the income taxes paid in 1946 and 1947, 
| if they have losses in 1948? 

i Do you know that if some businesses 
have a loss in 1947 or 1948, together 
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NAH SUGAR REFINERY OUTSIDE SAVANNAH—CORSON PHOTOGRAPH FROM DEVANEY 


E W 


J. K. LASSER, C.P.A. 


with a loss in 1946, they can get a refund 
of back taxes which exceeds the total 
amount of their losses? 

Do you know that losses of 1947 or 
1948 can reduce taxed income of 1949 
and 1950? ‘That if they exceed the 
1949-1950 income, no tax need be paid 
in that period. 

Generally, the business man’s answer 
tc such questions is a denial or a look 
of astonishment. And yet the carry- 
over provisions are just a part of our tax 
lyav. 

I once had to list some studies in 
which carryovers dictated the business 
policy. My record concerned cases 
where one or more of the following 
points had to be decided: 

1. Should we undertake a new busi- 
ness venture which might result in 
large possible losses if undertaken? We 
urged full steam ahead in this venture 
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(SNCOURAGEMENT to 
develop or market new products, 
widen the market for existing prod- 
ucts, effect changes in packaging or 
design, or take other steps threaten- 
ing temporary loss is provided in 
the carryback and carryforward pro- 
visions of the Federal tax law. Mr. 
Lasser shows by actual examples 
how such losses may be covered in 
whole or in part by a refund of in- 
come and excess profits taxes. 


since sound policies dictated the move; 
further, we had the certainty of a quick 
refund of the losses entailed through a 
recovery of old taxes, via the carryback. 
They could be returned with sufficient 
speed so as really to aid in the financing 
of the business loss. That was a special 
benefit created by the Congress to aid 
in reconversion. 

2. Should a profitable business de- 
partment be acquired by a company 
losing money and having a carryback? 
We agreed to do it since we had the 
certainty that the investment would be 
returned through the carryback. 

3. Should a profitable business ac- 
quire a losing business? That made 
tax sense if it was also sound business 
judgment. Here we had reasonable 
assurance that net losses created for the 
business would be paid for in part at 
least by a refund of prior years’ taxes. 


Page 13 





| 
| 
| 
| 
| 















4. Was this the year to take severe 
losses for: abandonment of plants; ob- 
solescence of equipment and buildings; 
loss of useful value? We found that 
it was in the light of the tax saving. 

5. Was this the year to sell discarded 
equipment? We agreed that it was 
foolhardy to store equipment or worth- 
less assets when we could have a carry- 
back. We might not get it later. 

6. Was this not the time for the fol- 
lowing types of cost recognizing that 
we could get a refund out of prior years’ 
taxes of most of our costs: extensive 
expenditures for research and business 
development; abnormal repairs and 
maintenance previously deferred; ex- 
penditures in the study of new markets 
and new products; quick settlement of 
expenses that could give a deduction 
this year rather than in a later year; 
clearance of defective and obsolete in- 
ventory? 

7. Should we split up our corporation 
into two separate corporal ions, a Manu- 
facturing corporation and a selling cor- 
poration? We stopped that when we 
found we would lose our carryback. 

8. Should we take a very good offer 
to sell a substantial portion of our assets, 
retaining only the proven income-pro- 
ducing assets? We agreed to go ahead 
with this in a case where we had a 
carryforward. That meant no tax on 
the income remaining in the corpora- 
tion for the next few years. 

All these are normal business steps, 
business decisions that warrant st udy of 
the principles of the carryovers. 

Facilitate Planning 

The carrybacks are a means of return- 
ing much money as a result of business 
losses. They provide a form of insur- 
ance during the conversion periods and 
are a very real aid when losses result 
from many ordinary business steps. 

At the same time the carryovers can 
encourage use of the tax law to stimu- 
late business. You may actually be 
willing to accept a loss in a business 
when you know a large part of it will 
be financed by the carryover. Since 
that is true, we have a real aid for 
modern business planning with such 
lengthy steps as those devised to reach 
the following objectives: 

Overcome “buying resistance” to an 
entirely new and unproven product 
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when time is required to develop the 
market through the advertising, mis- 
sionary work, and so on necessary for 
buyer acceptance. 

Overcome competition of manufac 


turers or resistance of labor organiza- 


tions and others who see in the new 
article a threat to their investments, 


jobs, and so on. 

Introduce a “new” industry or pro- 
duct that must overcome the inertia of 
society and condition the people to in- 


How a 1948 Loss Can Proving A Four-Year 1944-1947 ReFrunp 


Here is an cxample to show vou the tremendous gain that can come 
with a 1948 loss. Assume an excess profits credit of $100,000 and a 
loss in 1948 of $250,000. Then you could get a refund of $140,500 
under the method demonstrated below. 


77-Before Carrybacks ifier Carrybacks-—\ -——-Income Tax-——~ Excess Profits Vax~ 
Before After Before {frer 
Carry- Carry- Carry- Carry- Net 
Income Credit Income Cred hack hack back hack Refund 
“ : 1 . ee eats od 
1944 $150,000 $100,000 $150,000 $150,000) S4go.000 $60,000 $42,750 None $22 750 
1 me Af ~-- 
1945 150,000 100,000 150,000 150,000 40,000 60,000 42,750 None 22,750 
1946 150,000 100,000 None* 57,000 None 57,000 
1 1 : ‘ 
1947 100,000 None 38,000 None 38,000 


VoraAlL CARRYBACK REFUND 


1 Due to carryback of unused credit thus created in 1946. 
2 Due to carryback of 1948 loss. 





How 1947 ANp 1948 Losses Can Provipr a Rercnp or Act Losses 


I} vou had a loss in 1946, then a Joss in 1947 or 1948 may give 
you a startling result. You may get a total refund in excess of your 
actual losses. For example; X corporation had an income of $800,000 
in 1944; an income of $200,000 in 1945: a loss of $100,000 in 1946; 
and a loss of $40,000 in 1947. Its excess profits credit was $200,000. 
As a result of its 1946 and 1947 losses, it will get a total refund of 
$210,700 for 1944 2nd 1945 normal, surtax, and excess profits taxes, 


or $70,700 in excess of Its losses. 









Befove Carrvbacks ifier Carrybucks-—W Income Tax Excess Profits Tax~w 
Before 4frer Before ifter 
Carrs Carry- Carry- Carry- Net 
Income Credit Income Credit hack hack hack back Refund 
1944 $800,000 $200,000 $700,000! $440,000 SSo.000 $176,000 351 3,000 $222,300 $194,700 
1945 200,000 200,000 160.0007 160,000% — So.ooo 64,000 None None 16,000 
1946 — 100,000 200,000 
1947 — 40,000 
WareRhs, SARBVRACR: MEP 6 oa ew cd ewe Oe ob eke ee eee yee eas - $210,700 
1 $100,000 loss for 1946 is carried back to 1944. 
* $40,000 loss for 1947 1s carried back to 1945. 
® yo14 total credit includes: $200,000 credit for 1944: $40.000 unused credit for 19045; and $200,000 unused credit for 1946. 
4 $40,000 of the $200,000 credit for 1945 is unused and is carried back to 1944. See (*). 
Y corporation commenced bus ness on January j, wogay- tt had 
an income of $800,000 in 1944; an income of $200,000 in 1945: a loss 
of $10,000 in 1946; an income of $60,000 in 1947: and a Joss of $60,000 
in 1948. Its excess profits credit was $200,000. Asa result of its 1946 
and 1948 losses, it will get a total refund of $122.350 for 1944 normal, 
surtax, and excess profits taxes and for 1947 normal and surtaxes, or 
$52,350 In excess of its losses. (This computation does not consider the 
specific exemption of $10,000.) 
co Before Carryhacks {heer Cai ck Income Tar Eveess Profits Tax~w 
Before 4 frer Before tfter 
Carry- Carry- Carry- Carry- Net 
Income Credit Income Credit hack hack hack hack Refund 
1G44 $800,000 $200,000 $790,000 $400,000° $80,000 $160,000 $513,000 $333,450 $99,550 
1945 200,000 200,000 200,000 200,000 80,000 =80,000 None None 
1940 — 10,000 200.000 
1947 60,000 None” 22.800 None 22,800 
1948 — 60.000 


Tora CARRYBACK REFUND ontahtila tesa 


1 §10.000 loss for 1946 is carried back to 1944. 


2 to44 total credit includes: $200,000 credit for 1944; and $200.000 unused credit for 1946. 
3 $60,000 loss for 1948 is carried back to 1947. If the loss in 1048 had exceeded §60,000, then the excess could be carried 


orward against 1649 and 1950 income. 
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novation. Examples of this situation 
are to be found in the growth of radio 
networks in the past; institution of in- 
ternational air transport services; and 
so On. 

Develop new products through re- 
search and invention or develop pro- 
ducts by employing entirely new 
marketing methods. Dehydration was 
developed by vegetable canners, for ex- 
ample. Find new uses for old products 
(glass used for fabrics and so on). 

Develop new methods or teach con- 
sumers new uses of existing products; 
secure markets never before believed 
attainable for the product. 

Seek a new class of customers by 
giving them such services as taking 
smaller orders or allowing greater dis- 
counts, longer credit terms, premiums, 


generous return privileges, unusual de- 


How THE ComBINATION CARRYBACK 


Tus AppLirs 


It reduces 1945 income subject to excess 


profits tax and income tax. 
























liveries, concessions on freight delivery 
charges, or unrestricted service after 
sale. 

Change the method of packaging, 
or the design and construction of the 
product itself. 

How do we get this added financing ? 
It comes about through a special pro- 
vision of the tax law allowing losses of 
one year to reduce taxes of prior and 
future years. 

How are these losses carried back and 
carried forward? They may be used to 
reduce the profits of other years in this 
order: 


Losses of 


This Year First Second Third Fourth 
1043 1941 1942 1944 1945 
1944 1942 1943 1945 1946 
1945 1943 1944 1946 1947 
1946 1944 1945 1947 1948 
1947 1945 1946 1948 1949 
1948 1946 1947 1949 1950 


SystEM Works 


Anp Ir Resuttrs In REFUND OF 


1945 €XCCSS profits tax 
1945 income tax 


WHEN 3 If unused credit thus arises in 1945, it and 
1947 loss J is carricd back into 1943 and 1944 1943 and 1944 excess profits taxes 
te ) . 
. -" ied 11947 loss not absorbed in 1945 reduces and 
§ | : 
a | 1946 taxed income 1946 income tax 
If unused credit thus arises in 1946, it and 
{ is carried back into 1944 and 1945 1944 and 1945 excess profits taxes 
Whenin ‘ reduces 1946 taxed income 1946 income tax 
WHEN a If unused credit thus arises in 1946, it and 


1948 loss 
is carried 
back 


L 1947 taxed income 


is carried back into 1944 and 1945 


1944 and 1945 excess profits taxes 


| 1948 loss not absorbed in 1946 reduces and 


1947 Income tax 
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Here is an example of the cycle with 
an ordinary loss in several years, when 
you seek to go backward and forward 
for two years: 


-—-Profits Are Reduced in 


A ssuming--—~ These Years 
Year Net Profit Net Loss 1943 1945 1946 1949 1950 
1942 $10 $10 
1943 $20 
1944 30 10 $20 
1945 90 
1946 60 
1947 go 70 $20 
1948 80 40 $20 $20 
1049 20 
1950 20 


Note that the loss in 1947 has secured 
a refund of part of the taxes paid in 
1945 and 1946. The 1948 loss gets back 
the rest of the taxes paid in 1946. Then 
it also eliminates the taxes due on 1949 
and 1950 income. 


Postponing Profits 


Now you can see how the effect of 
the carryover may aid you. Also you 
can see how its operation may cause 
you to spend for the development of a 
business, or to postpone spending or 
loss taking. Assume that in 1948 you 
know about the 8o loss occurring in 
that year. That loss will enable you 
to secure a Jarge return of prior and 
future years” taxes. Assume, too, that 
you could sell certain property this 
year at a profit of $80. If you do, you 
will zot get back your old taxes. If 
you wait until a later year, you have 
both the proceeds of the sale and the 
recovery of taxes. That sometimes 
suggests that: (1) If you cannot post- 
pone the sale, see if you can effect an 
installment sale. That puts only part 
of the profit in this year. (2) Other- 
wise see if you can make a contract 
to sell in a way so as not to pass title 
this year. That may put the profit 
over until next year. 

What amount of refund can you 
get? Here is a table showing the re- 
fund of 1946 taxes available to a corpo- 
ration with a 1948 loss of $10,000— 


If Normal Tax 


Income in You Geta Your Ae ! 
1946 Was Refund of Loss 1 
$5,000 $1,050 $8.950 
10,000 2.200 7,800 
15,000 2.300 7.700 
20,000 2.300 7.700 
25,000 2.400 7,600 
50,000 5.300 4.700 
100.000 2.800 6,200 


These examples concern the two-year 
ordinary net operating loss carryback 
and carryforward. 


(Cont‘nued on page 47) 
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If WANT bread but we 
want roses, too.” This sign carried in 
a parade of protesting workers reveals 
in eloguent terms the priority prob- 
lem of American industry. “Man does 
not live by bread alone.” The fine 
standard of living developed by educa- 
tion and business enterprise in America 
must be balanced by an equally fine 
standard of human relations. The pa- 
raders’ sign could have read: “We want 
a high standard of living but we want 
good human relations, also.” 

Here is the new frontier in American 
business. On the geographic frontier, 
we have learned how to discover and 
exploit the material resources of a great 
continent. On the technological fron- 
tier, we have opened up unlimited 
vistas of achievement through the ap- 
plication of science to human welfare. 
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LABOR GRIEVANCE DISCUSSION, SHOP MANAGERS AND UNION REPRESENTATIVES—-KAYFETS PHOTOGRAPH FROM MONKMEYER 


Uy 
s S THE INVESTMENT IN HUMAN RELATIONS KEPT PACE WITH INDUSTRY'S 


SWIFT TECHNICAL PROGRESS? ARE WE EFFICIENT TO THI POINT OF DIMINISHING Rk 
TURN IN HUMAN RESOT RCES? Hert ARE THE CHALLENGING, AND CONSTRUCTIVE, VIEWS 
OF A BUSINESS EXECUTIVE WHO BELIEVES THAT HIIUMAN RELATIONS ARE AS MUCH A PARTI 
1 i BUSINESS PROCESS AS PRODUCTS AND PROFITS, 


DWAYNE ORTON 


Director of Education 
International Business Machines Corp. 


On the human frontier, the task is to 
cultivate and draw out of human re- 
sources the finest personal qualities and 
social attitudes. On the technological 
frontier, we have learned how to com- 
pound metals and unite them in chemi- 
cal and mechanical combinations to 
accomplish the most work with the 
minimum of strain and friction. On 
the human frontier we must learn 
how to harmonize the diverse inter- 
ests of people in the common tasks of 
humanity. 

Seldom has this issue been more 
clearly stated than in the MGM pic- 
ture, “Edison, the Man.” The scene is 
at a banquet in honor of the great in- 
ventor. After the great from near and 
far pay their tribute to Mr. Edison, he 
speaks: 

“To be told by the outstanding men 
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and women of your time that you have 
contributed a great deal to human bet- 
terment is pleasant, very pleasant. I 
would hardly be human if my heart did 
not fill with such a major compliment. 
3ut somehow I have not achieved the 
success I want. Earlier this evening | 
talked with two school children. To- 
morrow the world will be theirs. It 
is a troubled world—full of doubt 
and uncertainty. You say we men of 
science have been helping it. Are those 
children going to approve of what we 
have done? Or are they going to dis- 
cover too late that science was trusted 
too much so that it has turned into a 
monster whose final triumph is man’s 
own destruction? Some of us are be- 
ginning to feel that danger, but it can 
be avoided. 

“T once had two dynamos. They 
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needed regulating. It was a problem 
ot balance and adjustment. And I feel 
that the confusion in the world to-day 
presents much the same problem. The 
dynamo of man’s God-given ingenuity 
is running away with the dynamo ot 
his equally God-given humanity. I am 
too old now to do much more than to 
say, ‘Put those dynamos in balance. 
Make them work in harmony as the 
great Designer intended they should.’ 
It can be done. What man’s mind can 
conceive, man’s character can control. 
Man must learn that, and then we 
needn’t be afraid of to-morrow, and 
man will go forward toward more 
light.” 

Strikers in parade are not alone in 
seeking the “roses.” They were merely 
reflecting in their way the most signifi- 
cant issue of our time. 

The search for good human relations 
is the concern of good citizens from 
the humblest worshipper in the village 
church to the most important leader 
in the United Nations. It is no less 
the concern of enlightened industrial 
managers than of aroused workers. 

Much of the present difficulty in in- 
dustrial relations results from our error 


FOREMAN INSTRUCTING WORKER—KAYFETS PHOTOGRAPH FROM MONKMEYER 





of regarding human relations as auxili- 
ary to the main business of production. 
Except in a few outstanding cases, many 
leaders until recently have looked upon 
problems in human relations as irrita- 
tions to be soothed as quickly and pain- 
lessly as possible. Too often they have 
been satisfied to apply palliatives to the 
surface rather than to seek fundamental 


‘causes and cures. Although we have 


developed instrumental and statistical 
processes of product quality control to 
a superlative degree, we usually con- 
cuct our human quality control on a 
While mathema- 
tics, metallurgy, and mechanics have 


“cut and fit” basis. 


been working on the regular shift, psy- 
chology has been waiting outside the 
employment office. 

In spite of this lag, the present highly 
developed practices in industrial insur- 
ance, pensions, vacations, safety, sani- 
tation, and security are Utopian com- 
pared with the attitude revealed in an 
1868 Massachusetts Senate Document 
in which “an agent of an important fac- 
tory was asked whether manufacturers 
did anything for the physical, intellec- 
tual, and moral welfare of their workers. 
“We never do,’ he said. ‘As for myself, 





























































































I regard my work people just as I re- 
gard my machinery. So long as they 
can do my work for what I choose to 
pay them, | keep them, getting out of 
them all I can. ... When my ma- 
chines get old and useless, I reject them 
and get new, and these people are part 


e e 9991 
of my machinery. 


One Thing to Deal With—Man 


Although we have come a long way 
since 1868, it is the mission of industry’s 
new frontiersmen to move ahead an- 
other step. Forward-looking labor and 
industrial leaders see that human rela- 
tions are as much a part of the whole 
business process as are products and 
profits. One committed to this point 
of view might take liberties with St. 
Paul and say: Now abideth Products, 
Profits, and Persons, and the greatest 
of these is Persons. 

In direct contrast to the position of the 
Massachusetts employer, Mr. Thomas J. 
Watson, pioneer in industrial human 
relations, stated in his first address to 
the factory and the field employees of 
International Business Machines a third 
of a century ago: 

“There is little difference between the 
general manager, the sales manager, 
and the factory manager, the factory 
man, and the salesman. We have dif- 
ferent ideas and different work, but 
when you come right down to it, there 
is just one thing we have to deal with 
throughout the whole organization— 
that is man.” 

To illustrate and impress his point of 
view, he wrote in large letters on an 
easel pad the titles he had used, reveal- 
ing man to be the common denomi- 
nator of all of them: 


OrcanizatTion Is a MAN Proposition 


Factory Man 
Office Manager 
Office Man 
Service Manager 
Service Man 


The Manufacturer 
General Manager 
Sales Manager 
Salesman 

Factory Manager 


Ever since, he has been pointing the 
(Continued on page 49) 


1 From a paper presented by Edward L. Bernays to the 
Twenty-Third Annual Industrial Conference of the Penn 
sylvania State College. 


In promoting the best human relations in the 
plant, Dr. Orton believes that the foreman has a 
key role. He must be the personnel manager of 
the department, with full responsibility of hiring 
and teaching. It is his job to personalize manage- 
ment, to know what his men are like as well as 
what they can produce. 
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_ J ROM my study of the operat- 
ing costs of 500 small scale stores in the 
Far West, I found that operating costs 
as a per cent of net sales fell decidedly 
from 1940 to 1946. The ratio of total 
operating costs in every one of the six- 
teen store classifications tumbled dur- 
ing that period, as the table on page 
19 indicates. The decline in the ratios 
ranged trom 7 percentage points for 
department stores down to 1.1 points 
in combination meat and grocery stores. 

Invariably payroll cost ratios declined, 
and somewhat uniformly, since the 
drops ranged from 2.4 points on an 
average in the case of drug stores down 
to t point in combination meat and 
grocery stores. These decreases in pay- 
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Professor of Business Administration 
University of Washington 


roll ratios may be accounted for by the 
sellers’ market during that period. 
While the rates of salaries, commissions, 
and bonuses did not decline, fewer and 
less effective salespeople were employ- 
ed. In fact, salesmanship reached an 
all-time low, according to my tests run 
on salespeople from time to time 
throughout these six years. The records 
of merchants, also, show that on an 
average they employed relatively fewer 
employees in 1946 than in 1940. 

Rents as a per cent of net sales like- 
wise fell during the period, with the 
single exception of the rentals paid by 
electric appliance retailers. Declines in 
rent ratios may be accounted for largely 
by the fact that some stores in every 
category paid flat rentals irrespective of 
net sales. When these flat rental pay- 
ments were converted to a percentage 
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of net sales, naturally the rental ratios 
fell for the period because the sales 
volumes were larger in 1946 than in 
1940. 

The electric appliance ratios were re- 
versed partly because some of the mer- 
chants in this classification went out of 
business during the supply shortages of 
the war period and turned up with bet- 
ter store locations in 1946. Inadequate 
supplies of electric appliances were the 
cause of many temporary withdrawals 
from this retail business. 

Without exception, advertising cost 
ratios fell during the period under con- 
sideration. But that is to be expected 
since we found ourselves in a sellers’ 
market. Because of the scarcity of 
goods, merchandise was easily sold 
without the aid of publicity. Most of 
the advertising employed consisted of 
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Type oF 
Srore Payroll* Rent 
1440 1440 1440 
Bakery 6. sicsstes 20.2 “27-0, 45 
Oe 1y.0 16.9 5-4 
TAWOMY or s° 8. oo xo 21.3 19.9 6.3 
Men's Wear 15.5 14.2 4.1 
Electric Appliance 17.8 16.2. 25 
Furniture 15.8 14.1 4-2 
Shoes 16.2 14.1 4.8 
Women’s Wear 16.1 14.9 4.5 
Gitt, Book, Stat’y 15.1 13.4 3.4 
Sporting Goods 15.0 13.7 3.6 
Department 16.2 14.0 4-9 
Varicty 16.2 14.2 5.5 
Drug 16.5 14.1 3:3 
Hardware 15.6 13.5 2.4 
Meat and Grocery 10.6 9.6 b2 
General 9.9 8.1 11 
*Operator’s salary included. 





30 or more stores in each cla 
The data were obtained 


Operating costs of 
in compiling this table. 


insututional copy which merely kept 
the merchants’ names before the public. 

The taxes and interest paid ratios 
declined from 1940 to 1946. Tax ratios 
became lower mainly because taxes 
failed to keep pace with sales volume. 
Interest ratios tumbled largely because 
the enlarged profits accumulated dur- 
ing the period enabled merchants to 
operate more extensively on their own 
capital, 

Losses from bad debts as a per cent 
of net sales decreased from 1940 to 1946 
for two reasons: (1) the Government 
restricted credit sales; and (2) con- 
sumers had more purchasing power 
with which to buy goods and, as a con- 
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IN 1940 AND 1946 


THE Averace Operatinc Ratios (Costs iN PercentaGe oF Net SAEs) OF 500 SMALL OREGON STORES 


Adver- Interest Bad Unclas- 

tising Taxes Paid Debts Supplies sified Toran 
1440 1940 1446 1040 1440 1y40 1y40 1940 1y4GO 1940 1940 1940 = 1940 1940 1940 ! 
4-4 9 6 5 a? ew 3 2 ko oo sz Ss ate @8 | 
5-3 +2 2.1 5 1.0 6 Be 3 27 2.6 g.8 12.0 42.8 38.9 | 
6.2 25 1.9 1.6 1.5 23 1.8 9 a $32 1.3 3.0 27 38.9 35.8 | 
,o.0 27 Ses 13, Pa, Kw i, 9 = Ee Oo 6.6 Sa 31.3 28.0 
Sel Ls bal ay 4 3 1.1 .6 2 5-7 5-4 30.2 27-5 
4.1 4.2 2.6 1.0 6 Leg -4 4.2 5.1 30.8 26.9 | 
4.0 2.6 37 2.1 3 1.9 9 7 -4 2.3 3.8 30.6 26.2 
2 25 1.4 L.4 9 M2 38 Re i 2 1G 3.0 ve 31.4 26.1 
3.2 7 5 1.5 1.6 5 a 1.6 1.5 4-7 5-4 28.8 25-7 
yeu 2.0 1.0 1.4 i.2 2:3 9 9 4 3.4 5-1 28.4 25.7 
3.1 2.0 8 1.8 1.9 2.6 2.0 5 a 1.8 Go 20 2.0 31.8 24.8 | 
3.6 5 4 1.9 I.1 1.5 1.0 1.3 9 1.9 3.1 29.1 24.3 
25 1.0 6 1.0 a 1.6 3 5 a ; 4.1 3.9 28.0 22.2 
2.8 1.1 5 1.4 Y 4 3 6 s3 ee A 4-5 22 26.8 20.6 
1.1 7 5 & 4 a a 4 Pe 6 5 a5 37 17.3 16.2 | 
1.0 8 6 1.5 a) Be al 5 a 6 5 3.2 3.9 17.8 15-4 


with merchants. 
in personal interviews 


sequence, less frequently failed to pay 
their debts in 1946 than in 1940. 

The costs of store supplies as a per- 
centage of sales tumbled in the majority 
of store classifications because mer- 
chants used relatively fewer supplies in 
1946 than in 1g4o, although the prices 
of supplies were higher in 1946 than in 
1940. Many services which required 
supplies of one kind or another were 
either discontinued or curtailed during 
that period. Gift wrapping was aban- 
doned by most stores. Deliveries were 
sharply reduced by nearly all stores and 
entirely eliminated by some. C.O.D. 
sales, lay-aways, and goods sent out on 
approval were often abandoned. 
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MERCHANTS MAY DETERMINE 
SCALE, RENTAL, A 


Some go per cent of the stores had an annual sales vol- 
ume ranging from $5,000 to $100,000; 10 per cent, more than $100,000. 


Unclassified expenses as a percentage 
of sales were up in some and down in 
other store classifications from 1940 to 
1946. While a sufficiently careful study 
of the items falling into tinclassified 
costs was not made to give a good ex- 
planation for these variations, it was 
noted that different kinds of merchants 
wrote off different amounts for depre- 
ciations, had varied communication and 
shipping expenses, and different repair 
and alteration costs and so on. 


Costs in the Buyers’ Market 


But what about the future? Will 
the operating cost ratios of retail stores 
continue to fall or will they rise? Un- 
less some unforseen events appear, very 
likely merchants will witness rising 
operating costs in the period ahead. 
Why? Because we are going into a 
buyers’ market—if we are not already 
there. Henceforth it will cost more to 
move merchandise into the hands of 
the consumers. The consuming public 
is more discriminating as to quality, 
materials, and workmanship than here- 
tofore. More stores are in existence 
now than ever before. Competition is 
becoming more keen. The supplies of 
merchandise are expanding. These 
(Continued on page 64) 
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Industrial Production 


Seasonally Adjusted Index: 1935-1939 == 100; Federal Reserve Board 









1944 1945 1946 1947 
January 243 234 160 189 
February 244 236 152 189 
March 168 190 
April 165 186 
May 236 159 185 
June 235 220 170 154 
July 230 210 172 177 
August 232 186 178 Pd 
September 230 167 180 “ 185 
October 232 162 183 189 
November 232 168 igi® 
December 232 163 182 


* Approximation; figure fron quoted source not available. 
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EAR-END ESTIMATES SHOW 
NEW HIGHS FOR DOLLAR MEASURE- 
MENTS OF BUSINESS ACTIVITY IN 
1947. NEw PHYSICAL VOLUME 
HIGHS WERE ALSO ESTABLISHED 
ALTHOUGH GAINS WERE VERY 
SMALL, SOME RESTORATION OF 
COMPETITIVE CONDITIONS WAS 
NOTED, A CONTINUATION OF LAST 


QUARTER TRENDS WAS INDICATED. 


I 1947 drew to a close, almost 
all indicators of business activity were 
at post-war peak levels; many of them 
were at alltime peaks. The dollar 
vajue of U. S. production, which was 
at an annual rate of $222 billion in the 
third quarter of 1947, was expected to 
reach an annual rate of $235 billion by 
the end of the year. 

This would mean that total national 
output, dollarwise, was 15 per cent 
higher in 1947 than in 1946. Higher 
prices accounted for most of the rise in 
dollar volume; physical production— 
the actual amount of goods produced 
rather than the dollar value—for all 
of 1947 was expected to be slightly less 
than 5 per cent above that of 1946. 

Contrary to the expectations of many 
economists, basic demand factors held 
steady during most of the year. In the 
Jate Spring and early Summer the long 
looked for recession seemed to be ap- 
proaching. Building activity declined, 
exports began to fall off, and retail trade 
drapped below the high Jevels of the 
first quarter. Inventory buying was cut 
sharply and production in some indus- 
tries declined slightly. 

In August, however, counter-reces- 
sionary forces began to push business 
activity back up to boom levels. Poor 
European harvests plus a smaller than 
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expected U. S. corn crop bolstered s)id- 
ing farm product prices. Retail trade 
increased sharply in September and in- 
ventory buying rose again. Building 
activity established new post-war highs 
in the third quarter. Confidence in the 
immediate business outlook was re- 
stored. The Federal Reserve Board's 
Index of Industrial Production, which 
had dropped to 177 in July, was up to 
15g in October and to an estimated 191 


in November. 


‘Total employment 


mploymenl got of slightly in 


the third and fourth quarters chiefly 
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because of the decline in the number of 
farm workers and students with vaca- 
tion jobs. Nonagricultura] employment 
increased during October and Novem- 
ber. Certain types of skilled labor were 
short in some areas; in some instances 
it was reported that women who had 
worked in manufacturing industries 
during the war were back in the labor 
force. Total employment in Novem- 
ber was 58.6 million, 2 per cent below 
the all-time peak of 60.1 million set in 
the Summer months. 

Unemployment in November was at 
what is considered a minimum. To- 
talling 1.6 million persons, it repre- 
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Wholesale Commodity Prices 


Index: 1926 = 100; U. S. Bureau of Labor Statisucs 











1944 1945 1946 1947 
January 103.3 104.9 107.1 141.5 
February 103.6 105.2 107.7 
March 103.8 105.3 108.9 149.5 
April 103.9 105.7 110.2 147-7 
May 104.0 106.0 F 146.9 
June 104.3 106.0 112, 147.8 
July 104.1 105.9 12. 1508 
August 103.9 105.7 . 153-6 
September 104.0 105.2 4.0 157-4 
October 5 158.0 
November 104.4 106.8 139-7 158.3* 
December 104.7 107.1 140.9 


* Approximation; figure from quoted source not available. 


sented less than 2.7 per cent of the 
entire labor force. Most of this was 
frictional unemployment consisting of 
workers in the process of changing jobs. 
Sa Personal income in Oc- 
SUNCOME tober, the latest month 
for which figures are available, was at 
a seasonally adjusted annual rate of 
$205 billion. Numerous wage increases 
and generally higher prices during the 
fourth quarter of 1947 brought the year- 
end figure close to $212 billion. This 
is an increase of nearly 12 per cent over 
the annual rate of personal income at 
the end of 1946. 

Agricultural income in November 
was close to the high levels of the third 
quarter ; farm income for the first eleven 
months of 1947 totalled $27.4 billion, an 
increase of more than 23 per cent over 
the corresponding period in 1946. Farm 
costs also increased; the index of prices 
paid by farmers, compiled by the U. S. 
Bureau of Agricultural Economics, 
stood at 242 in November. This was 
a rise of 3 points over that in the pre- 
vious month and resulted in a 2 point 


drop in the farm price parity ratio to 


119. 

GZ ; Most wholesale and retail 
: aces prices continued to ad- 
vance during October and November. 
The U. S. Bureau of Labor Statistics’ 
weekly index of wholesale prices estab- 
lished a new post-war high of 161.4 on 
December 13. This was 15 per cent 


industrial Stock Prices 
Monthly Average of Daily tude: Dow-Jones 










1944 1945 1946 1947 
January 137-74 153-95 199.00 176.10 
February 135.97 157.13 6 181.54 
March 139.07 157-22 J 
April 137.19 160.47 
May 139.22 165.58 
June 145-46 : 
July 148.37 
August 146.72 ; 
September 172.72 176.32 
October 169.48 181.92 
November . .22 163.94 181.42 
December 150.35 192.74 174.38 
PM FS ge EF WV 










Retail Sales 


Seasonally Adjusted Index: 1935-1939==100; U. S. Department of Commerce 





1944 1945 1946 1947 
January 171 187 230 
February 170 189 237 274 
March 175 193 274 
April 172 184 278 
May 178 189 279 
june 177 193 B 279 
July 180 200 249 297 
August 197 262 275 
September 260 290 
October 260 291 
November 267 293° 


December 


- * Approximation; figure from quoted source not available. 


above the corresponding week a year 
ago and 4 per cent below the all-time 
peak reached in May 1920. 

Living costs continued to rise during 
the final quarter of 1947, with retail 
prices in some instances increasing as 
much as 15 to 20 per cent. In Novem- 
ber and December price advances were 
announced for many “necessities” such 
as milk, bread, clothing, shoes, and fuel 
oil. Many moderate-income and low- 
income families were obliged to put 
aside a larger share of their income for 


food, clothing, and utility costs. 
With personal incomes at 


Trade 

record levels, consumers 
displayed little resistance to high prices. 
Retail volume passed the $10 billion 
mark in October and November and 
was expected to reach $12 billion in 
December. Total retail sales for the 
year are estimated at about $109 billion, 


an increase of more than 12 per cent 
INDEX 
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The index is the sum total of the price per pound of 31 


commodities in general use. It is not a cost-of-living 
index: 

1947 1946 1947 
Dec. 16..$7.02 Dec. 17..$6.28 High Dec. 2 $7.12 
Dec. Cy Ae Dec. 10.. 6.35 Low May 20 5.95 
Dee, 366 7.37 Dec. 3.. 6.39 1946 
Nov. 25.. 7.06 Nov. 26.. 6.43 High Nov. 19 $6.40 
Nov. 18.. 6.95 Nov. 19.. 6.49 Low Jan. 22 4.12 

Datty Wuorrsace Pricr INDEX 


The index is prepared from spot closing prices of 30 basic 


commodities (1930-1932=— 100). 


Week 

Ending Mon Tues. Wed. Thurs. Fri. Sat. 
Dec. 20.. 301.84 302.36 301.95 302.25 303.47 304.10 
Dec. 13.. 299.62 301.89 302.87 302.79 302.26 302.01 
Dec. 6.. 301.12 298.02 298.94 299.00 298.25 206.65 
Nov. 29 c 297-49 297.64 Holiday 301.45 300.02 
Nov. 22 293-10 293.94 294.26 295.70 2096.08 





BUILDING PERMIT VaLuEs—215 Citirts 
am 


Geographical -————November — P.Ct. 

Regions: 1947 1946 Change 
New England...... $18,533,566 $16,436,747 + 12.8 
Middle Atlantic.... 63,686,465 32,079,104 + 08.5 





South Atlantic. 29,790,487 17,334,127 -+ 71.9 


East Central... 56,969,115 35,370,240 -+ Gt.t 
South Central. ..... 35,193,383 16,494,826 +-113.4 
West Central...... 18,958,112 10,114,017, + 87.4 
Mountain ......... 6,753,971 3,625,448 + 86.3 
Pei Eietccizce 59,971,425 26,625,289 +125.2 
Sota Us Bis oscss<s $28,856,524 $158,070,798 + 83.4 
New York City. ... $34,383,467 $20,937,376 + 64.2 
Outside N. Y. C... $255,473,057  $137,142,422 -+ 86.3 
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Consumers’ Price Index 


Index: 1935-1939 = 100; U. S. Bureau of Labor Statistics 











1944 1945 1946 1947 
January 124.2 127.1 129.9 153-3 
February 123.8 126.9 129.6 : 
March 123.8 126.8 130.2 5 
April 124.6 127.1 1311 
May 125.1 128.1 131.7 
June 125.4 129.0 ? 157.1 
July 126.1 129.4 158.4 
August 129.3 e 160.3 
September - 145-9 163.8 
October 126.5 128.9 148.6 164.2° 
November 126.6 129.3 152.2 
December 127.0 129.9 153-3 


* Approximation; figure from quoted source not available. 


over 1946 andzan all-time recerd. 

Rising inventories at both the retail 
and wholesale levels indicate that these 
distributors have put aside their Spring- 
time caution and are now buying heavi- 
ly. The September spurt in consumer 
purchasing caught many retailers with 
relatively low stocks. Wholesale vol- 
ume rose more than seasonally in Octo- 
ber and November as tradesmen sought 
eagerly to replenish merchandise in an- 
ticipation of a record Christmas buying 
season. 

The dollar value of exports continued 
the decline begun in June of this year, 
falling in September to a level 23 per 
cent below the peak established in May 
1947. The sharpest decline was in ex- 
ports to South America, reflecting the 
stringent controls on imports of luxury 
goods recently imposed by most coun- 
tries of that continent. Imports rose 
steadily during the third quarter; the 
balance of exports over imports was at 


New Business Incorporations 
Oct. Oct. Ten Months 
1947 1946 «1947 1946 
New England... <....<s< 613 688 6,240 8.335 
Middle Atlantic......... 3,276 4,419 30,924 43,947 
East North Central...... 1,534 1,037 16,285 18,869 
West North Central..... 488 516 = 4,455 4,577 
Scuth. Atlantic... ...<-; 1,367 1,369 12,812 15,750 
East South Central,..... 360 351 3,673 3,707 
West South Central..... 623 518 5,913 §,157 
Mountain ........:. ae 31 305 3,301 3,286 
WURMe bac pawnnees 987 976 9,461 10,803 
Wetak OSs 53 cdcn 9.609 10,7909 04,624 114,437 
Tue Far.ure Recorp 
Nov. Oct. Nov. Per Cent 
1047 1947 1946. Changet 
Dun’s Fattvre INprx* 
Unadjusted .......... 17-3 15.5 5.9 +163 
Adjusted, Seasonally.. 17.1 17.4 5.8 +195 
Noumeer or Fariurrs... 313 336 104 +201 
Under $5,000......... 65 51 20 +4225 
$5,000-$25,000 ....4+% 143 170 55 +160 
$25,000-$100,000 ..... 73 73 13, +462 
$100,000 and over.... 32 42 16 +100 
Numoper by Inpustry Groves 
Manufacturing ...... 124 08 38 +226 
Wholesale Trade... .. 26 55 8 -b225 
Retail Trade......... 115 129 36 +219 
Construction ........ 25 25 9g +178 
Commercial Service. . 23 20 133 + 77 
(Liabilities in thousands) 
Current Liasirities.... $16,345 $21,322 $12,511 + 31 


Toran LIasinities...... 16,624 22,229 16,179 + 3 


* Apparent annual failures per 10,000 enterprises, 
formerly called Dun's INsotvency INveEx. 


+t Per cent change of November 1947 from November 
1946. 
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Hutomextitg Aprinkeer 


FOR INVESTMENT 


Jusurance Policies dou t prevent fine... 
“They pay for i! 


Surely it’s just as consistent for you to gamble with fate 
by not carrying insurance, as it is to ignore the necessity of 
lilomie Gounkley \nvestment Protection. 
Your company’s progress... yes, even its survival, is 
dependent upon wise investment ...continued operation. 
Loss by fire is never confined to the investment in visible 
destruction of buildings and equipment. Factors of even more 
importance to business stability and success lie behind the 
scenes of apparent damage — factors that frequently involve 
the very existence of business itself. 
It’s safe and economical to anticipate fire, and whether 
your business be in Illinois or elsewhere in the Western Hemi- 
sphere, you'll find (ilomalic boninkfoy an important in- 
vestment today... perhaps welcomed protection tomorrow. 


Uilomualié uklew 


ROTECTION 


VA WIZZ7 MANUFACTURE - INSTALLATION 
ENNIS 


SPRINKLER CORPORATION OF AMERICA 


YO 08:6 $ 1 .0.WN i 2K 1-0 
SITES: OF YRTH and 









DEVELOPMENT + ENGINEERING 


‘AUTOMATIC’ 


AMERICA 


N PRINCIPAL 


Oken ia! 


Dun’s REVIEW 22 JANUARY 











a seasonally adjusted annual rate of 
$7.7 billion, a decline of about 27 per 
cent from the second quarter peak. 


. ance 


: 7 
row range during November. 


Security prices fluctu- 
ated within a fairly nar- 
The 
Dow-Jones average of 30 industrials 


stayed close to 180 during most of the 


month. At the beginning of Decem- 


_ ber stock prices declined slightly, chief- 


ly due to tax-selling pressures. 

During the war and in the post-war 
period incomes generally expanded 
more rapidly than goods and services 
available for purchase. Much of the 


current inflationary pressure on the 


economy stems from this situation. 


The actual rate of turnover of demand 


deposits (adjusted for seasonal varia- 


tion) for 94 leading cities was 18.8 in 
October 1947. This compares with 19.1 
in October 1939 and 50.7 in October 
1929. Money in circulation on Decem- 
ber 10, 1947 totalled $28.9 billion as 
compared with $11.2 billion at the end 
of 1941 and $7.6 billion on December 
31, 1939. 

Interest rates continued to rise during 
December. Several banks announced 
an increase to 114 per cent from 114 
per cent on loans on Government se- 
curities to brokers and dealers. 

During all of 1947 fail- 


Pailures 
ures are expected to 


total about 3,450, over three times the 


Fartures BY Divisions oF INDUSTRY 
Number Liabilities 
(Current liabilities in —Jan.-Nov.5 -—-Jan.-Nov.-~ 
thousands of dollars) 1947 1946 1947 1946 


MINING, MANUFACTURING... 1.163 408 121,790 31,670 








Mining—Coal, Oil, Misc.... 10 4 572 1,452 
Food and Kindred Products 95 20 418,855 2,953 
Textile, Products, Apparel.. 05 2 4,906 485 
Lumber, Lumber Products.. 161 52 12,894 2,211 
Paper, Printing, Publishing. 29 13 1,043 424 
Chemicals, Allied Products. 54 17 9.900 1,470 
Leather, Leather Products.. 42 5 2,342 191 
Stone, Clay, Glass Products. 30 8 1,710 582 
Iron, Steel, and Products... 70 25 5,210 2,045 
MBCHINEEY 6.5.5 cs cccsesvces 268 118 37,948 10,287 
Transportation Equipment.. 46 33 9,400 6,45 
Miscellaneous ....cccsccces e 263 81 17,010 3,111 
WHOLESALE TRADE. ....60 e ala 83 20.171 3,684 
Food and Farm Products... 89 22 6,803 1,682 
BODAIEL .ccccscdicccccecee 19 4 983 161 
Ee SOMES casswicwsc neces 9 2 630 39 
Lumber, Bldg. Mats., Hdwr. 33 4 2,628 205 
Chemicals and Drugs. ..... 19 8 453 150 
Motor Vehicles, Equipment. 26 I 552 47 
Miscellaneous .....ccccccee 219 42 8,122 -1,34° 
RETAIL TRADE. . csccccccee ¢ 1,099 ©6269) )«-19,551 5,248 
Food and Liquor......+«. - 195 44 ~~ 2,528 597 
General Merchandise....... 47 8 1,142 14 
Apparel and Accessories... 161 37 2,457 408 
Furniture, Furnishings..... 166 21 2,490 929 
Lumber, Bldg. Mats., Hdwr. 47 14 1,495 14h 
Automotive Group.......+ 127 46 2,010 1,638 
Eating, Drinking Places.... = 291 57 5,224 Qos 
| Drug Stores......-.+++ee00 . 21 II 264 49 
Miscellaneous .....++eeeeee 134 31 1,938 435 
CONSTRUCTION <2. ccccccces 213 121 6,756 4,074 


COMMERCIAL SERVICE.se-cee 270 108 27,281 8,568 
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The New \ 
Security 
A 


0 LINE 


NN a 


The Security CRESTLINE in Litetone is hal i lteto WG 


an entirely new conception of what peak quality 

















TRULY FINE 





office furniture should be. All steel construction 
in designed good taste and fine appearance, 
plus efficiency and adaptability to meet every need and almost any wish, 
mark CRESTLINE as the choice of those who plan for the future. For an individual piece 
or a complete office installation... look first to the finest...to Security CRESTLINE. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 





for your free copy. 














40 pages in three col- 
ors, file size 8%2 x 11". 
Covers the history o 

stencils, —_ mark- 
ing rules, ways of 
marking, ink chart, 
new uses for stencils. 
Fully illustrated, with 
detailed informa- 
tion on Marsh Sten- 
cil Machines & Sup- 
plies. Write today 









concerned with shipping! Marsh 
Stencil Marking saves time, 
expedites deliv-ries. And, pays 
for itself five times the first 
year! Three sizes: 1/2”, 3/4”, 1”. 
For sample stencils, Handbook, 
prices, pin this ad to business 
letterhead, with your name. 


Stocks in principal cities 


MARSH STENCIL MACHINE COMPANY 
62 MARSH BLDG., BELLEVILLE, ILL., U.S.A. 
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.»»wherever or whenever they gof 


Packing for export is insurance of safe delivery for every- 
thing from fountain pens to automobiles, to any part of 
the world. Cargo Packers picks up your shipment, repacks 
for export, warehouses it until sailing date and delivers 
it shipside—in shipshape condition—ready to go. Route 
ing your shipments through Cargo Packers saves you time 
and money. No shipping specifications to worry through 
.. save valuable storage space in your plant. 


‘CARGO PACKERS - INC 


53 DOWNING ST., NEW YORK 14, N. Y., Tel. CHelsea 2-7984 


———— " 
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number which occurred in 1946. This, 
however, is considerably less than in 
any pre-World War II year since 1871. 

During the first five months of 1947, 
commercial and industrial failures con- 
tinued the steady rise which began in 
December 1946. From June to the end 
of the year monthly failure totals fluc- 
tuated mildly with an over-all increase 
of about 10 per cent for the seven- 
month period. 

Failures in November 1947 totalled 
313, as compared with 336 in the pre- 
vious month. The Failure Index, rep- 
resenting the number of failures per 
10,000 concerns in business, stood at 17.1 
in November as compared with 5.9 in 
November 1946. 

Liabilities dropped in November to 
$16,345,000 from over $21 million in 
October. Liabilities for all of 1947 are 
expected to be close to $210 million as 
compared with liabilities of $70 million 
incurred in 1946. 

About 12 per cent of the concerns 
failing in November were in their first 
year of operation; about 30 per cent 
were concerns which had been started 
during the war. 

Manufacturing failures in November 
were most numerous among machin- 
ery manufacturing businesses. In the 
| retail trade group failures of food and 

liquor stores occurred most frequently. 

Retail food store failures rose to 28, 
the highest total for this type of busi- 
ness since July 1943. Manufacturing 
and retailing together accounted for 
nearly three-fourths of the November 
failures. 

Two-thirds of the November failures 
were concentrated in the Pacific, East 
North Central, and Middle Atlantic 
States. Failures in non-metropolitan 
areas exceeded those in the large cities. 
Among the cities New York, with 27, 
had the largest number of failures; the 
sharpest increase from the 1946 level 
was in Detroit and Cleveland. 


BANK CLEARINGS 
(Thousands of dollars) 


-——Novemher——_ 
1947 1946 Change 








| ‘Total’ 23 cities....<..2.- 25,531,087 23,539,879 + 8.5 
f New Works oc. asgseer 27,288,496 28,395,727 — 3.9 
ce 
Total 24 cities.......... 52.819,583 51,935,606 + 1.7 
Average daily........... 2,400,890 2,258,070 -+ 6. 


More detailed figures for bank clearings, 
building permits, failures, new business 
incorporations, wholesale food prices, and 
wholesale commodity prices appear in 
Dun’s Statistica REVIEW. 
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BUILDING 
lar lhe Lule 


To meet the ever-increasing and currently 
critical demand for natural gas.... 
Companies of Columbia Gas System 
are engaged in the largest construction 
program in the System’s history .... 


In two years, by the end of 1947, Columbia 
companies will have spent $53,000,000 
for new construction .... new wells, 
pipelines, compressor stations, propane 
plants and underground storage fields... 


By the end of 1949, the System plans to 
spend an additional $74,000,000, a total 
of $127,000,000 to bring more gas to 
the homes, industries and commerce of 
the area it serves .... an area rich in 
resources and progressive enterprise. 





EARNINGS AND DIVIDENDS 


For the twelve months ending September 
7 


30, 194 
Per Share 
Consolidated Net Income . . . $1.36 
Portion Retained by Subsidiaries Fe 


Balance Representing Parent Com- 


pany Net Income. .... . 1.01 
Amount Required for Retirement of 
Debentures... ‘ 16 


Balance of Parent Company Net In- 
come After Provision for Retire- 
ment of Debentures . . . 85 


CASH DIVIDENDS paid in the year 1947 
were as follows: 





Paid February 15. ota Bae 
ait 15 c+. s,m oo (Eee 
Pasi AusustiS ..<«-s« « Se 
Paid November 15 . . . ._15¢ 
Total Regular Dividends . 60¢ 
Extra Dividend paid Nov. 15 15¢ 
Total all Dividends. . 75¢ on 


each of 12,223,256 shares of Common 
Stock outstanding. 














COLUMBIA GAS & 
ELECTRIC CORPORATION 
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Many manufacturers now using the Deni- 
son MULTIPREsS report workers actually 
compete to be assigned work on this ma- 
chine—because of its oil-smooth Hy- 
drOILic action and ease of control and 
operation. Such workers are bound to 
produce more and better. This factor, 
coupled with the proven ability of the 
MULTIPREssS to increase production, lower 
scrap loss, improve work quality in count- 
less industries—merits your investigation. 
Our new booklet, ““MuLtipress, and 
How You Can Use It,” is packed with 
case histories from almost every industry. 
Each clearly shows the vast improvement 
offered by the Muttipress way, over old 
fashioned methods. You'll quickly see how 
Muttipress does have a place in your 
production picture. Just fill out the coupon 
and clip to your letterhead—your free 
copy will be sent 
by return mail. 






MULTIPRESS 


ANOTHER 
Lia 
PRODUCT 


“Ty. Mm. REG. U. S. PAT. OFF. 





° 0006 
Mail Coupon for fact-filled booklet 
THE DENISON ENGINEERING CO. 
1160-70 Dublin Road 
Columbus 16, Ohio 


Without obligation, please send me a 
copy of “MULTIPRESS, and How You Can 


@ POSS SSSCOSSSEEESSOEEOSSSEOCESSCE *. 
MITIIIIIITIiiiiTiiiirriiitt ttt ibe 





Use It.” 
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REGIONAL 
TRADE BAROMETER 
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TRADE ACTIVITY IN 


Buying Sees 


TWENTY-NINE REGIONS 

Bern volume rose during RecionaL Trape Barometers 
December to the highest level on record. 
The approaching year-end holidays 
stimulated the consumer demand for 


Seasonally Adjusted 1935-1939==10 


* alae REGION : : 

almost all types of goods. Christmas oe ‘ . 
gift items such as jewelry, records, and United States 276.7 +10.9 + 1.5 
toys were often requested. Interest in *° = bie gat wee sae, oe 
: . . 2. New York City 222.4 20.0 -F 5.5 
hardware, building materials, home 3. Albany, Utica, Syracuse 259.4 + 3.8 $10.8 
furnishings, apparel, and food remain- — 4 Buffalo, Rochester ne a a 45 
. 5. Northern New Jerscy 199.1 + + 12.4 
ed very high. 6. Philadelphia 245.6 + y.6 + 1.8 
Consumer purchases of commodities 7: Pittsburgh 255.1 19.9 ed 
; 4 8. Cleveland 277-5 + 9.5 + 6.6 
in November as measured by the Dun’s 9, Cincinnati, Columbus. 281.5 + 9.8 + 2.6 
Review advance Regional Trade Ba- 1°: Indianapolis, Louisville 300.1 + $.9 — 3.7 
: : 11. Chicago 261.2 +13.9 + 1.6 

rometer were 291.6; this was 12 per 142. Detroit 300.0 +17.1 +15. 
cent above the 260.4 of November 1946 — 13- Milwaukee 286.4 + 1.3 
; 14. Minneapolis, St. Paul. 294.1 + + 7.1 
and 5.4 per cent above the 276.7 of the 15. Jowa, Nebraska 295.8 +14.2 + 3.1 
preceding month. This barometer is 16. St. Louis. 271.6 11.6 113-4 
é as . 17. Kansas City 294.5 +13.8 + 4.5 
adjusted for seasonal variations and for 4 Maryland, Virginia 257.5 + 9.9 — 3.9 
the number of business days in the 19. — ae aoa 294-7 + 6.2 — 2.2 
: ; 4 20. Atlanta, Birmingham. 356.3 + 6.0 + 1.9 
month; the monthly average for the 3, Florida tthe Sd ree 
years 1935 through 1939 is equal to too. 22. ag 331.3 $24.1 + 7.2 

: : : aa Nas Oe: aS ean § 

In October the barometers of all re- es ae + if A 2 9 
. . a, ; pie ve “2 
gions were above the corresponding 25. Denver 300.1 121 + 7.6 
f aed er ee ere 26. Salt Lake City 290.0 + 0.2 + 3.0 
1946 levels. The United States ba- 3 " portland, Seattle ag ce ee 
rometer rose 1.5 per cent and was 10.9 28. San Francisco 291.0 + 6.6 + 44 
s 2 s Angeles 202.4. <2. 8c gS 
per cent above that of a year ago. Sharp 7% 1s Anacles sit . 
monthly increases occurred in the ba- Regional trade information is based upon 


opinions and comments of business men gathered 
and weighed by local Dun & BrapstREET offices. 
Payroll and employment data are from Govern- 
ment sources. Department store sales are from 
the Federal Reserve Board and are jor the four 
weeks ended November 29, 1947. 

More complete barometer figures and mi 
tailed regional information is published in DtN’s 
SraTisTicaL REvirw. 


rometers of the Detroit Region (12), 
the St. Louis Region (16), and the 
Northern New Jersey Region (5); 
there was a sharp monthly decline in 
the Florida Region (21) barometer. 
(Regional reports begin on page 28) 
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"Now we can relax— 


the Dictaphone Twins have arrived 








His twin listens! 


He never knew dictating could be so easy 


—so effortless. His Dictaphone Electronic 
Dictating machine sits neatly on his desk, 
ready to record at the press of a button. 

Every word—even a whisper—is caught 
and held by the magic of electronics. Ideas, 
memos, reports, correspondence—all dic- 
tated in record time with record ease. It’s 
said—and done! 


Her twin talks / 


Her new Electronic Transcriber is full of 
pleasant surprises. 

Three radio-like dials regulate volume, 
tone and speed. A muting switch hushes 
all machine sounds. The voice comes 
through with perfect, echo-like clarity! 

There’s new-found comfort, too, in the 
feather-light headset! The new Dictaphone 
Electronic Transcriber is just what any sec- 


retary needs for ease, speed and comfort. 


What every office needs— 


the Dictaphone Twins 


For an eye-opening, ear-opening dem- 
onstration, call your local Dictaphone 
Representative. Let him show you how 
the Twins can save you time and money. 
Or just mail the coupon below. 


The word DICTAPHONE is the registered trade- 
mark of Dictaphone Corporation, makers of Elec- 
tronic dictating machines and other sound-recording 
and reproducing equipment bearing said trade-mark, 





DICTAPHONE 


Electronic Dictation 
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Jim and Tom were friends and next-door neighbors. Their 
wives exchanged family ‘‘news” while their kids went off 
to school together. They worked at the same plant, though 
at different locations. .. . This particular morning neither 
Jim nor Tom suspected that, an hour later, Jim would be 
rushed to the hospital with a mangled right arm that 


had to be amputated. ... 


ERIOUS accidents — some of 

them fatal—occur in industrial 
plants or on large construction proj- 
ects every day. With today’s high 
production and construction activi- 
ties, a carefully planned program 
of accident prevention such as our 
experienced Safety Engineers have 
developed for many companies, is 
increasingly important. 


NEW YORK 
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Affiliate: SURETY FIRE INSURAN 
“Dependable as America” 


As insurers, it is our job to 
provide this vital service of sav- 
ing lives and limbs, thereby im- 
proving employee morale, con- 
serving man-hours, and helping 
to reduce insurance costs. 

This is only one of the modern 
insurance services available to 
your organization through our 
agents or your broker. 



















HIGHLIGHTS OF TRADE ACTIVITY 


1. New England Region 
Barometer slightly below a month ago, slightly 
above a year ago; second lowest of all barometers, 
25% below U. S. Wholesale trade close to high 
level of a year ago. New England department 
store sales 8% above a year ago. 


2. New York City Region 
Barometer gain over a year ago sharpest of all 
regions, moderate monthly rise; was 19°% below 
U. S. barometer. Wholesale trade slightly above 
a year ago. Employment up fractionaliy. 


3. Albany, Utica, and Syracuse Region 

Barometer up sharply, moderately above a year 
ago; 6% below U. S. barometer. Aibany 
wholesale trade 10% above a year_ago, Syracus¢ 
down 11%. Christmas promotions very well re 
ceived. 


4. Buffalo and Rochester Region 
Barometer down moderately, well above a year 
ago; 7% below U. S. barometer. Rochester 
wholesale trade 10% below 1946, Buffalo up 5 
Department store sales 8% above a year ago. 


5. Northern New Jersey Region 
Barometer increase above a month and a year 
ago among the sharpest; 289% below U. S. ba- 
rometer. Newark wholesale trade 12°94 above a 
year ago. Payrolls up sharply. 


6. Philadelphia Region 
Barometer up slightly, well above a year ago; 
11% below U. S. barometer. Wholesale track 
compared favorably with a year ago. Philadecl- 
phia department store sales 18°94 above a year ago 


7. Pittsburgh Region 
3arometer gain over a year ago among thc 
sharpest, monthly decline slight; 7°4 below U. $ 
barometer. Wholesale trade considerably above 
a year ago. Employment up 1°%, well above 
1946. 
8. Cleveland Region 
Barometer well above a month and a year ago. 
even with U. S. barometer. Wholesale track 
moderately above 1946 levels. Ohio unemploy- 
ment claims at post-war low; payrolls very high. 


9. Cincinnati and Columbus Region 
Barometer up slightly, moderately above a year 
ago; 2°% above U. S. barometer. Wholesale trad 


8 to 10% above a year ago; department store sales 
up 11 to 14%. 


10. Indianapolis and Louisville Region 

sJarometer down moderately, well above a year 
ago; 9% above U. S. barometer. Indianapolis 
wholesale trade 10°4 above a year ago; depart- 
ment store sales up 11%, Louisville up 18%. 


11. Chicago Region 
Barometer well above a year ago, slight monthly 
increase; 6°% below U. S. barometer. Woholesalc 
trade slightly above a year ago. Chicago depart- 
ment store sales 9°% above a year ago. 


12. Detroit Region 

Barometer sharply above a month and a year 
ago; 8°% above U.S. barometer. Michigan manu- 
facturing employment up 1%, payrolls up 2 
Detroit department store sales 19°, above a year 
ago. 

13. Milwaukee Region 

Barometer up slightly, moderately above a year 
ago; 4% above U.S. barometer. Wholesale trade 
fractionally above 1946 level. Wisconsin manu- 
facturing employment down 5%, payrolls down 
1%. Industrial production very high. 


14. Minneapolis and St. Paul Region 

Barometer gain above a year and a month ago 
among the sharpest; 6% above U. S. barometer. 
Wholesale trade 5 to 10° above a year ago. 
Minnesota manufacturing employment 2% above 
1946. Montana crop yields exceeded high 1946 
levels. 
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Your short cut to a clear 
desk lies through the Edison 
Electronic Voicewriter .. . 
the machine that lifts the 
brakes from your dictating 
speed. Exclusive Ear-Tuned 
Jewel-Action gives a clear 
channel to the higher voice 
tones responsible for word 
recognition... helping your 
secretary to keep in step 
with your fastest dictating 


pace, without costly, time- 


Ma. wasting errors. No other 


instrument matches Edison 
understandability ... because 
only Edison has Ear-Tuned 


Jawel-Action, 
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Hell TO BUSINESSMEN 









ust 
Published 


An Important New Book 
about Taxes and Bad Debt Reserves 


HAT are “Bad Debt Reserves?’’ How 

\ \ are they set up under Internal Reve- 
nue law? How much may be assigned to such 
increased 


reserves? May this amount be 


annually? 


These and related questions are frequently 
asked 
They are questions of particular importance 
on March 15th. To give you constructive 
advice, American Credit Indemnity Com- 
pany has secured permission to distribute the 


American Credit Insurance agents. 


authoritative new book, “The Tax Consult- 
ant Reviews Bad Debt Reserves,” by Ludwig 
Prosnitz, CPA, of Prosnitz, Anderson & Co. 
We are making this book available without 
cost or obligation, as a service to business- 


men, accountants and bankers. 


The subjects covered by Mr. Prosnitz 
include: How are tax returns based on a 
reserve basis? When may bad debts be 


deducted? How can a firm operating on a 


cash basis change to a reserve basis? What 


dollar amount may be assigned to bad debt 
reserve when established? Is amount placed 
in reserve taxable at that time? Are losses 
charged to reserve subject to tax? 


We believe this book is of vital importance 
to you and your business. Just mail the 
coupon below and a copy will be mailed to 
you without cost or obligation. American 
Credit Indemnity Company of New York, 
Dept. 50, Baltimore 2, Md. 


PRESIDENT 


American Credit 









Insurance 


AMERICAN 
Creoir INDEMNITY 


Pays you when 





First National Bank Building 
Baltimore 2, Md. 






BUTTE 


Debt Reserves.” 









American Credit Indemnity Company of New York, Dept. 50 


Send me, without cost or obligation, a copy of “The Tax Consultant Reviews Bad 
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Iowa and Nebraska Region 

Barometer up moderately, well above a year 
ago; 7% above U. S. barometer. Wholesale trade 
close to high 1946 level. Iowa employment 13% 
above a year ago; farm price index 15% above 
1946. 


15. 


16. St. Louis Region 
Barometer up sharply, well above a year ago; 
2% below U. S. barometer. St. Louis wholesale 
trade 10°%% above a year ago; department store 
sales 14% above a year ago. 


17. Kansas City Region 
Barometer rose moderately, considerably above 
a year ago; 7% above U. S. barometer. Whole- 
sale trade unchanged from a year ago. Oklahoma 
manufacturing employment up 1%; payrolls 
very high. 


18. Maryland and Virginia Region 
Barometer dropped moderately, well above a 
year ago; 7°% below U. S. barometer. Wholesale 
trade fractionally above a year ago. Baltimore 

department store sales 1°% above 1946 level. 


19. North and South Carolina Region 

Barometer down slightly, moderately above a 
year ago; 7°% above U. S. barometer. Wholesale 
trade 5 to 10% above a year ago. Tobacco sales 
curtailed by withdrawal of British buyers. 


20. Atlanta and Birmingham Region 

Highest barometer of all regions, 29% above 
U. S.; moderate increase above a month and a 
year ago. Wholesale trade 7 to 10% above a 


° 


year ago; Atlanta department store sales up 7% 


21. Florida Region 
Barometer dropped sharply, moderately above a 
year ago; 20% above U. S. barometer. Miami 
wholesale trade 3°% above a year ago; Miami de- 
partment store sales up 1°; Jacksonville up 2%. 


22. Memphis Region 
Barometer gain above a year ago second highest 
of all regions, sharp monthly increase; 2394 above 
U. S. barometer. Wholesale trade slightly below 
a year ago; department store sales up sharply. 


23. New Orleans Region 
Barometer rose slightly above a month and a 
year ago; 14°% above U.S. barometer. Wholesale 
trade 4 to 8% above a year ago. Louisiana 
manufacturing employment up 1%, 11°4 above 
1946. 
24. Texas Region 
Second highest barometer, 23°4 above U. S.; 
monthly decline slight, was well above a year 
ago. Wholesale trade 5 above a year ago. 
Texas industrial employment up 1% 


25. Denver Region 
Barometer well above a month and a year ago; 
9% above U. S. barometer. Denver, Alburquet 
que wholesale trade 10% above a year ago. Eager 
consumer response to Christmas promotions. 


26. Salt Lake City Region 
Barometer up slightly, even with a year ago: 
5°% above U.S. barometer. Salt Lake City whole- 
sale trade 12°%% above a year ago. Utah employ 
ment steady, 5°% above 1946 level. 


27. Portland and Seattle Region 
Barometer rose moderately, well above a year 
ago: 14°4 above U. S. barometer. Wholesal 
trade 5 to 10% above a year ago. Washington 
employment down 1%, 2% above a year ago. 


28. San Francisco Region 
Barometer moderately above a month and a 
year ago; 5% above U. S. barometer. Wholesal« 
trade even with a year ago. Employment steady 
at a high level; payrolls very high. 


29. Los Angeles Region 
Barometer increased slightly, moderately above 
a year ago; 10% above U. S. barometer. Whole- 
sale trade well above a. year ago. Industrial 
employment slightly below a year ago. Crud« 
oil production up 2%, 7% above 1946 level. 
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which have to do with package-making and paper converting 


unless you employ the resources of 
people who know ink and how to control it. 


Crawford engineers possess that knowledge 
based on years of experience and research 
in the problems of package production. 
They specialize in finding the right solution 
to your particular problem, following it 
through to the actual design and develop- 
ment of the machinery enabling continuous 
mechanical action for superior package 


production. 


Crawford Engineering is now making avail- 
able high-speed rotary web presses equipped 
with a unit designed to correct defects pre- 
viously noted in the food package-making 
field. This unit dehydrates residual solvents 
from special formula fluid inks, thus replac- 
ing inks which have been known to turn 
food rancid under home refrigeration. 


Through the use of this process, the bril- 


CONSULTING 
DEVELOPING 
DESIGNING 


se 
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liance and lustre of the pigment colors are 
retained while still permitting the ample 
use of ink for sales appeal and immediate 
product identification. These inks are so 
formulated as to allow excellent results on 
fine screen printing. When combined with 
the process, they make possible 100% more 
coverage than ordinary inks by reason of 
their thin, refined film. 


In addition to the above, Crawford Engi- 
neering solves problems in Mechanics, 
Electronics, Chemistry-Colors, Plastics, 
Thermodynamics, and Air Conditioning as 
they are related to the treatment of print- 
ing, coating, Iaminating, and creasing or 
cutting of paperboard, paper, foil, or film, 


Your inquiry is invited. Crawford engineers 
await the opportunity to solve your problem. 


For thorough, accurate results, employ the 
resources of people who know. 


Or 


QORATED BURDETT BUILDING 
251 RIVER STREET 
TROY, NEW YORK 
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Better Public and 


Employee Relations 


During recent years American busi- 
ness has come to realize the impor- 
tance of conducting its affairs in such 
a way as to win the approval of all 
with whom it comes in contact. 


* * * 


In this modern concept of sound pub- 
lic relations the public washroom is 
an important — and often neglected 
— factor. It would be difficult to 
exaggerate the cost of objectionable 
washrooms in the loss of employee 
and customer goodwill. Such wash- 





rooms are a menace to the health of | 


all who use them — and a handicap 


to management in attracting and | 


holding desirable customers and em- | 


ployees. 


” * * 


Onliwon Washroom Service makes 


employee and public washrooms safe, 


sanitary and adequate in the eyes of 
users — assures neater conditions — 
and builds goodwill and respect for 
management. 


* * 


From a dollar and cents standpoint, 


Onliwon Washroom Service actually | 


saves money. It 


maintenance problems, and protects 
toilet seats and plumbing lines from 


simplifies 


costly abuse. 

Onliwon Washroom Service is based 
on over 70 years’ practical experience 
with public and employee washroom 
problems. 


ONLIWON 


WASHROOM SERVICE 


TOWELS e TISSUE « SEAT COVERS 


Industrial Division, Room 1 
A.P.W. Products Company, Inc. | 
Albany 1, New York 


| Please send information concerning Onli- | 


; won Washroom Service and name of 

| nearest Onliwon distributor. | 

| Sea i eA ER AE | 
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HERE 
and 
THERE 


Facilities Abroad—Catering to the 
needs of American business men doing 
business abroad, World Travels, Inc., 
New York travel agency, will furnish 
a complete office and secretarial service 
to visitors to the leading cities of Europe 
and South America. Included will be 
the use of offices, conference rooms, in- 
terpreters, legal advisers, and stenog- 
raphers and secretaries who will make 
appointments, handle correspondence, 
and answer the telephone. 

This service already has been estab- 
lished in London and arrangements 
are being made to extend it to Paris, 
Madrid, Rome, Lisbon, Brussels, Am- 
sterdam, Rio de Janeiro, Buenos Aires, 
and other leading foreign cities. 


Plastics—Entirely given over to plas- 
tics is a recent number of Monsanto 
Magazine, published by Monsanto 
Chemical Company, which tells the 
nature of plastics and how they are used 
as well as the status and prospects of 
the plastics industry. 


Shakeout—Hopper-bottom railroad 
cars may be cleanly emptied so rapidly 
that entire train loads may be unloaded 
without uncoupling the locomotive by 
using a portable shakeout machine de- 
vised by Robins Conveyers Division, 
Hewitt-Robins, Inc., Passaic, N. J. 

Free-flowing bulk material may be 
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MERCOID is your guarantee of the best 
switches. Further information sen 


THE MERCOID CORPORATION, 4221 BELMONT AVE. 


Mercury switches are the most advanced means 
for ‘‘making"’ and ‘‘breaking"’ an electrical c 

They are not affected by dust, dirt or corros 
and have many definite applications where open 
contacts are not suitable. Various types available. 


ENDOUE © 
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Here’s what 


Kodag r aph Contact Paper-_ 


THE BIG NEW PLUS 


—brings to photocopying 


Reproduces superbly... dense black on 


brilliant white: This is the first plus of Kodagraph 
Contact Paper—beautiful, long-lasting reproductions. 


It’s a plus “underwritten” by a new, specially 
formulated emulsion ... on a paper base of the 


highest quality. 








No curling, wrinkling 

or buckling: Here’s the third 
plus... Kodagraph Contact 
Paper stays flat. It stays flat 
because Kodak research has 
provided paper and emulsion 
with new physical qualities 
that result in smooth, attractive 
prints... that mail easily... 
that don’t bulk files, | 




















































Easy to handle... fewer make-overs: 
The second Kodagraph plus is uniformity 
wide latitude. Because it’s uniform—same 
exposure, same development from package 
to package—trial-and-error exposures are 
eliminated. Because safety margins are 
wide, make-overs are reduced . . . materially, 


Can be used with present equipment: 
The fourth plus . . . nothing new to learn . . . nothing 
to buy except the paper ... available in standard size 
sheets and rolls for all photocopying equipment. For 
details, write for booklet. 


EASTMAN KODAK COMPANY 
Industrial Photographic Division 
Rochester 4, N. Y. 


Eastman Kodak Company 
Industrial Photographic Division 
Rochester 4, N. Y. 

Please send me a copy of “The Big New Plus” — 
your booklet about Kodagraph Contact Paper, 
and the other papers in the Kodagraph line. 


Name 





(please print) 








Department ae z ete 


Company. 








Street 





State 








City o 





: = 1D FOR YOU 
MORE HHOROOM — E55 WERHCA 
wow WGIDSTEE TRUSSIESS CONSTRUCTION 


PHOTO COURTESY STEEL SERVICE OF CAROLINA, INC, 
The clean simple lines of McCloskey RicipsteEEL Trussless 
buildings have shown many an executive how to get more usable 
headroom without increasing building costs. Also the elimination 
These strong, predesigned 








of truss supports increases floor space. 
buildings have less framework to paint and maintain—offer 
many other advantages, too. It will pay you to write for full 


information before you build. Direct inquiries to Dept. A. 


McCLOSKEY COMPANY 


STARR BUILDING © THIRD & GRANT © PITTSBURGH 19, PA 



















To keep your letters out of that popular file, 
the wastebasket... put your story on a subtly 
different paper—a paper that matches the 
importance of your story. Ask your printer. 
Because he is wise in the wherefores of 
a it’s more than likely he will recom- 
mend that you use Rising Line Marque. 


. Rising Line Marque 


¥ 25% rag Vv exclusive pattern inspired 
by Italian Handmade paper ¥ 2 weights 
v 3 pastel shades and white 
v¥ envelopes in 6 sizes 
¥ excellent printing surface for die-stamp- 
ing, lithography, gravure or letterpress 


WHEN YOU WANT TO KNOW... 


hising Papers 


. HE KNOWS PAPER! 
















GO TO AN EXPERT! 


ASK YOUR PRINTER. 


npany, Housat ic, Mo 


Rising Poper Con 
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shaken out of tightly packed cars with- 
out damage to the car or danger to the 
workmen through using this materials- 
handling mechanism. The device is 
placed on top of a loaded car; a button 
is pushed to start the motor; a seismic 
action results; and the coal or other 
bulk material flows through the hopper 
doors. About two minutes is the aver- 
age time required to empty a 50-ton car 
although some cars have been emptied 
in as little as go seconds. The car un- 
loader is an upside down variation of a 
huge foundry shakeout. 





Publicity—Data books describing 
the type of free publicity stories which 
will be accepted by trade papers, gen- 
eral consumer publications, and farm 
| papers respectively have been prepared 


by the George Boyles Advertising 


| Agency, Kalamazoo, Mich. Magazine 
| publishers were asked whether they 
| would give editorial mention to new 
products, new literature, and new 
methods. The listings include only 
publications which will carry stories 
dealing with such new developments. 
The individual requirements for each 


magazine are summarized 

The trade publication data book in- 
cludes 1,200 periodicals under 198 mar- 
ket classifications and sells for $25; the 
| general consumer, 200 magazines, sell- 
| ing for $10; and the farm paper, 130, $5. 


Panel Truck—The conventional 
chassis is eliminated in a new light- 
weight, half-ton panel delivery truck 
produced by American Motors, Inc., 
in Troy, N. Y. 

Known as the 


this cab over 


“Delcar,” 


engine truck, selling for under $1,000 
fully equipped, mounts the engine, 
transmission, differential, and indepen- 
dent drive shafts in a rigid welded steel 
under-body of box frame construction. 
Heavy and costly parts thus eliminated 
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DUAL DUPLICRPORS. an 





This is a picture of the 992nd copy of a shop order reproduced ona 
Davidson Dual Duplicator from a low-cost Davidson Pre-printed 
Paper Master. Of course, you’re not likely to ever need 992 copies 
of an order. But it’s good to know that in any duplicating work you 
can have this quality in every copy from first to last. 


Take a good look at this 992nd copy. It’s sharp, clean, distinct. 
It’s black on white without a broken line or faded character. It’s 
an exact duplicate of the original with every letter and figure 
plainly readable. Not much chance of error when your multiple- 
copy work looks like this. 


So easy and simple, too. The Paper Master is supplied to you 
with any of your office forms pre-printed on it. Your typist merely 
fills in the variable matter just as she would on a printed paper 
form. Erase and correct if necessary. You can even add a signature 
in pen and ink. That’s all there is to it. Put it on your Davidson and, 
running blank paper, both the form and the variable matter are 
reproduced simultaneously . .. as many copies as you want. It’s all 
done with one writing . . . and finished almost before you know it. 


Your nearest Davidson Sales and Service Agency will be glad to 
give you full details, or write direct for literature. 


DAVIDSON MANUFACTURING CORPORATION 
1038-60 West Adams Street, Chicago 7, Illinois 





Davidson Sales and Service Agencies are 
located in principal cities of U.S., 
Canada, Mexico, and abroad. 














; 


‘ie MASTERS 





A GENERATION OF EXPERIENCE IN THE MANUFACTURE OF OFFICE EQUIPMENT 
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Mail us. Female 


One lone girl, face to face with a 
flock of letters that have to be opened, 
stacked, sorted and routed in a hurry 
...and only an old fashioned hand 
letter opener to help her! Wasteful as 
writing business letters in long hand! 

Better get her a Pitney-Bowes 
MailOpener and have the job done 
in a fraction of the time. The electric 
MailOpener opens a whole morning’s 
mail in less than a minute...gives girls 
more time for other work... gets 
letters to the right people on time. 








Safe as it is speedy, the MailOpener 

contents. Streamlined in looks as it is 

Put your letter-opening onan 

oil office ...or write for illustrated 
= PITNEY-BOWES 


accommodates envelopes of various 
sizes and thicknesses, without cutting 
in action, the MailOpener is a helpful 

F. new business machine. 

ah “express” basis with this new 
MailOpener. Phone our nearest 
to Pitney-Bowes, Inc., 
1529 Pacific St., Stamford, Conn. 


©) 





Built and serviced by world’s largest 
makers of mailing machines. Branches 
in 63 cities in the U.S. and Canada. 
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are x-members, banjo housing, elliptical 
springs, rigid axles, shackle bolts, and 
shock absorbers. The body and sub- 
body are “sprung” from the wheels so 
that the pay load is carried on rubber 
“shock cords” operating on vertical 
guides. The load capacity is 110 cubic 
feet. The Delcar is not expected to go 


ne : 
into mass production before March. 


Escalators—Illuminated glass panels 
feature the unusual escalators newly 
installed in the Rike-Kumler Company 
department store, Dayton. The inte- 
rior paneling of the balustrade consists 
of frosted, translucent Herculite glass, 
joined with Lucite strips. 

The panels are illuminated by con- 
cealed, continuous cold cathode light- 
ing tubes, with full height reflectors. 
Both the original design and the plans 
for this novel lighting treatment were 
made especially for the Rike-Kumler 
escalators by Miss Eleanor LeMaire, 
New York designer and colorist. The 
design grew out of Miss LeMaire’s be- 
lief that the usual overhead method of 
lighting escalators could be improved 
on. 


Printed Circuits—The first compre- 
hensive treatment of printed electronic 
circuits is contained in a_ booklet, 
Printed Circuit Techniques, by Drs. 
Cledo Brunetti and R. W. Curtis, pub- 


lished by the National Bureau of Stand- | 


ards. Available at 25 cents a copy from 
the Superintendent of Documents, 
United States Government Printing 


| Office, Washington 25, D. C., the 
' brochure discusses the technique under 


the headings of painting, spraying, 
chemical deposition, vacuum processes, 
die-stamping, and dusting. Perform- 
ance and application details as well as 
precautions and limitations are dis- 


| cussed. 


Salesmanship—Five steps in pre- 
paring salesmen and customers for the 
new buyers’ market are suggested by 
Mr. J. M. McKibbin, Assistant to Vice- 
President, Westinghouse Electric Cor- 
poration. These are: 

1. Recruit adequate sales manpower 
for the job ahead. 

2. Well-organized sales training 


| . . . 
. | courses using the latest educational aids 


such as movies, slides, and demonstra- 


| tions with working models. 
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Did you get all your 
dictation done 





SoundScriber electronic dictating 
equipment helps you get things done 
at top speed and efficiency, at lower 
cost. Secretaries praise it.Write today 
for the complete story of this amaz- 
ing new business aid—the “‘machine 
that serves the mind.” 


/SOUND/CRIBER 


Trade Mark 
ELECTRONIC RECORDING EQUIPMENT 





The SOUNDSCRIBER CORPORATION, Dept. D-1, New Haven 4, Conn. 











Please send case histories on SoundScribers in operation. 
Name 

Company. 

Street 

City State 








e 
NEW BOOKLET ON 


/MARKET RESEARCH 


This booklet, just released, 
deals with new market research 
techniques. The techniques and 
methods described in this booklet 
are now being used successfully 
as a basis for plans to develop 
new markets 
new products 
more effective advertising-selling 

methods 

The booklet has been prepared 
by practical men—management 
engineers—with a background of 
long and varied experience in 
market research work for clients 
in more than a hundred different 
industries. 

Market research adds a large 
measure of certainty to business 
planning. The new market re- 
search techniques eliminate much 
of the former waste, cost less and 
get results much quicker. 

This booklet stresses the “know 
how” of newly developed market 
research methods and points out 
certain pitfalls that are not wide- 
ly known. A copy will be mailed 
free to any business executive 
upon request. 


BUSINESS RESEARCH 
CORPORATION 


Dept. 11 DR, 79 West Monroe St., Chicago 3, Ill. 
e 
& 
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eyre making Mayonnaise 
in a bullet factory now 


















Yes—and cane-bottom chairs in ordnance 


plants, farm implements in tank arsenals 


YOU MAY EASILY ADAPT AVAILABLE SURPLUS 
PROPERTIES TO YOUR NEEDS 





Hundreds of industrial executives and proprietors of 
smaller businesses have already solved their plant 
relocation or expansion problems by purchase or 
lease of Government-owned properties. 

There still are hundreds more of good, usable, 
strategically-located properties available for you to 
bid on now. Small-town plants in the South, big-city 
establishments in the Midwest, land and _ buildings 
on Atlantic, Pacific and Gulf coasts. 

You can forget what these plants were originally 
designed and built to produce, in most cases. They 
can be readily and economically adapted to almost 
any kind of general manufacturing—usually with 
minimum structural changes. 

Send for your copy of the new Plantfinder. Consider 
the advantages of the many properties it lists and de- 
scribes. Then phone, wire or write our nearest Field 
Office for further information—or for an appointment 


to inspect facilities that may meet your requirements. 


NEW PLANTFINDER — 
FREE ... Describes immedi- 
ately available properties — in- 
dexed, cross-indexed for your 
convenience. Write for free copy 
936-6 —to the address listed below, on 
your company letterhead, please. 


Kx 


WAR ASSETS ADMINISTRATION 
OFFICE OF REAL PROPERTY DISPOSAL sa 





ROOM 1402, ’’1’’ BUILDING, WASHINGTON 25, D. C. 


Field O/fices: Atlanta - Birmingham ~- Boston - Charlotte - Chicago - Cincinnati - Cleveland - Denver - Detroit 


Grand Prairie, Texas « Jacksonville - Kansas City, Missouri * Los Angeles - Minneapolis - Nashville - New Orleans 
New York - Philadelphia - Richmond - St. Louis - Salt Lake City - San Francisco - Seattle 
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Ask LAWRENCE 


to send vou a copy 





Many Businesses Have 
Prospered As a Result 
Of Ideas Expressed 

In This New Free Book 








$2 pages of helpful information about borrowing 
on your inventory to provide more working capital 








[AWRENCE \WAREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING 





DIVISION OFFICES: 


CHICAGO 2, ILL. 
1 N. LaSalle St., Dept. D-II! 


NEW YORK 5, N.Y 


SAN FRANCISCO |!, CALIF. 
72 Wall St., Dept. D |i 


37 Drumm St., Dept. D-11 


Los Angeles * Boston * Philadelphia + Pittsburgh ¢ Buffalo * Cleveland * Cincinnati 

Kansas City + St. Louis * Atlanta © Charlotte ¢ Jacksonville * New Orleans © Houston 

Dallas * Denver * Phoenix * Seattle * Portland © Stockton * Fresno « Washington, D. C 
Manila, P. |. 
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3. Make training continuous with- 
out seeming repetitive, including “per- 
sonal salesmanship” as well as instruc- 
tion on the company’s latest products 
and developments. 

4. Equip the salesman for his job by 
seeing he is supplied with the best in- 
terpretative and demonstration devices. 

5. Train your customers as well as 
your salesmen by seeing they are kept 
informed not only of new products, 
but of new uses for existing items or 
processes. 


Training Watchmen—W atchman 
—What Would You Do? is the title of 
a new 12-page, 5 by 7 inch booklet 


planned as an aid to plant management 


| in training watchmen in the proper pro- 


cedure when fire is discovered. This 
has been mailed to all insured properties 


| by the Associated Factory Mutual Fire 


Insurance Companies. 
Presented in popular style and illus- 
trated by cartoons, the brochure uses 


the question and answer method toa 


| accentuate eight fundamentals, includ- 


ing the operation of extinguishers, call- 
ing the fre department, checking 
sprinkler valves, and starting fire 
pumps. A page ts provided where the 
watchman can record for convenient 
reference the names and_ telephone 
numbers of the plant officials so that 
they can be quickly called in an emer- 
gency. 


Wet Grinding—A grinding tech- 
nique in which the coolant is applied 
at the point of contact between work 
and wheel instead of behind the cut has 


\ been developed by the Do-All Com- 


pany, Des Plaines, Ill. This offers the 


operator the visibility inherent in dry 
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Through the magic of Recordak microfilming . . . 


..-you can file 1,728,000 letters 


in one small cabinet 


For convenience . . . for accuracy... for protection .. . for low 
cost... it’s nothing short of magic—Recordak microfilming. 


With it, you can **file’’ 3000 letters on a ro)) of microfilm that can be 
held in the palm of your hand . . . 1,728,000 in one small cabinet . . . 
thereby “de-bulking” files 98%. And you can view these letters quickly, 
enlarged to full size on the screen of a Recordak Film Reader. 

With it, you can record even the most detailed documents with 
photographic accuracy and completeness. 

With it, you can “file” records on film that can’t be tampered 
with or altered without detection. 

With it, you can record 60 or more letters a minute— 
at a film cost of about $1 a thousand. 

Using “magic” like this, many a business has been 
able to build new and better systems around 
Recordak microfilming. To study its possi- 
bilities for your business, write for “50 
Billion Records Can’t Be Wrong.” 
Recordak Corporation (Subsidiary 
of Eastman Kodak Company), 350 


Madison Ave., New York 17, N. Y. 





SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern 
microfilming—and its 

application to business systems 












CUTS DICTATION TO ONE-FIFTH 
CUTS HAND TYPING TO ONE-TENTH 





YET—Answers ALL Repetitive Correspondence with PERSONAL 
Letters—at the rate of 100 to 125 pages a day. 


Two rolls of perforated paper 
tape carry from 80 to 160 sep- 
arate and different paragraphs. 
Each paragraph covers a different 
subject, a different subdivision of 
a subject, or a different contin- 
gency or reply. By pushing but- 
tons the paragraphs can be typed 
in different combinations to pro- 
duce an endless variety of letters. 


ONE GIRL—375 Letters a Day 


All routine or repetitive corre- 
spondence can be answered with- 
out dictation by merely specifying 
the number of the carefully worked 
out perfect paragraphs that cover 
the subject. One typist can oper- 
ate three of these machines to turn 
out in a day as much hand typing 
as could be done by ten manual 
typists. 


And—this amazing machine 
stops wherever you want it to, to 


permit manual typing of name, 
dates, amounts, specifications or 
entire paragraphs that you may 
wish to interpolate with the auto- 
matic typing. 


Demonstration Letter—Free! 


Send your name today and let 
us write an Auto-Typed letter to 
you. From this demonstration let- 
ter you can learn how many of the 
biggest companies in America are 
now answering routine correspon- 
dence with personal! letters that 
crdinarily cost $1.00 and more to 
dictate and type—at a cost of less 
than 3c a letter. 


Use your stationery or the coupon. 


The Imsto-typist 


Dept. 41, 610 N. Carpenter St. 
Chicago 22, Ill. 





grinding while providing fingertip con- 
trol over adequate coolant. Only a 
small amount of coolant is used, fed 
from the reservoir at the rate of one to 
four drops a second depending on the 
material being ground. 

Directed into the front of the wheel 
adapter, the coolant enters the arbor 
hole of the grinding wheel. As the 
grinding wheel does not have a lead 
bushing, the coolant enters the wheel 
at the inside and is thrown by centri- 
fugal force to the outside grinding face 
of the wheel. 


Banishing Wobbles—The wobbly 
chair or table in the office, public place, 
or home can become a thing of the past 
through installation of “Levelmatic” 
units, utilizing as one of their essential 
elements “Bouncing Putty,” silicone 
product developed by the General Elec- 
tric and Dow Chemical Corporations. 

Manufactured by Blake Industries, 


| Detroit, the Levelmatic units correct 


for uneven furniture legs, for sagging 
floors, and for furniture standing partly 
on a rug and partly on a bare floor. 
The units are easy to attach and when 
the furniture is moved they readjust 
themselves automatically. They will 
not deteriorate with age. 


Hole Punching—The problem of 
punching a series of holes simultane- 
ously in angles, channels, and extruded 
shapes has been solved by the Wales- 
Strippit Corporation, North Tona- 
wanda, N. Y., by designing a hole 
punching unit with a center projection 
to carry the die. 

Independent and self-contained, the 
new Wales “E. J.” units require nothing 
to be attached to the press ram. The 
latter functions only to depress the 
punches. All of the functioning parts 
—punch, guide, stripping spring, and 
die—are built in the holder which auto- 
matically aligns the punch and die. 


Junior Achievement—The goals 
and methods of American business are 





, 


1 | being learned in a practical way by 
360,000 boys and girls from 15 to 21 

1 | years of age in 74 communities located 
Write to me on the Auto-Typist and send with your specimen letter a circular de- ‘ mae = ‘ 
scribing the three models of Auto-Typist. There is no charge or obligation. 1] in 13 States through participation 1n 

l 

I 

{ 

I 
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{ American Automatic Typewriter Co. 

{ 
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I OE ME Seed ed Junior Achievement programs. Pro- 
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610 N. Carpenter St., Dept. 41, Chicago 22, IL 
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grams are to be organized in 14 addi- 
tional States. 
Dedicated to educating young people 


Address....... 
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in the ways of business so that they may 
become enlightened citizens and inteili- 
gent future business men, Junior 
Achievement is a non-profit, non-par- 
tisan, non-sectarian organization of 
business men. 

Teen-agers, brought together by the 
business men of a community, form 
an actual corporation to market a pro- 
duct or sell a service. 
advisors in production, sales, and busi- 
ness procedure, they sell stock to finance 
the miniature corporation, buy supplies, 
determine, produce, and market a pro- 
duct or service, and pay themselves 
wages and their stockholders dividends. 

In each community where the pro- 
gram operates it is under the direction 
of a local committee composed of rep- 
resentatives of management, labor, edu- 
cation, and civic affairs. 


Production Line—A 30-ton com- 
bination shear and press which because 
of its small size can be easily picked up 
and moved in and out of the production 
line as needed is in production at the 
Parker Manufacturing Company, Santa 
Monica, Cal. The “Multi-Max” press 
shears, blanks, notches, punches, per- 
forates, slots, pierces, lances, bends, and 
forms sheet metal parts in single or 
multiple units, with one operator. 

Requiring no special foundation and 
only 36 by 75 inches of floor space, the 
Msi Blan: is of all steel plate welded 
construction, normalized after welding 
to relieve all stress. The stroke is 2 
inches as is the ram adjustment. The 
shut height is 10 inches. The bed die 
spread is 12 by 36inches and the ram die 
space 10 by 36. A 1'4 horsepower, 3- 
phase motor is provided, capable of 


producing 100 strokes per minute. 
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Way gamble with the smooth, efficient performance 
so essential for low cost record keeping? 
— Especially when it’s so easy to be sure the paper you 


use will stand up — both in service and in your files, 
You know WESTON papers will do the job — their 
reputation for quality, durability and permanence 
is unchallenged. You know, too, that WESTON papers 
cost no more. Ask your supplier. He'll say, “Use WESTON paper 
every time... for forms, records and letterheads!” 

















BONDS 
WESTON’'S Posse 
Extra No. 1, 100% Cotton Fibre 
WESTON'S DEFIANCE BOND 
100% Cotton Fibre 
WESTON'S MOLMESDALE BOND 
75% Cot 


tton Fibre 


BONDS 
WESTON'S BOND 
Extra No. 1, 100% Cotton Fibre 
bees ( ” DEFIANCE ee 


jon Fi 
bobbie 7: MOUMEspALt SOND 
otton Fibr: 


WESTON’ 3 )_WINCHESTER BOND WESTON’S wwincnesran BOND 
50% Cotton Fibre 50% © 

WESTON’S MACKSTONE BOND WESTON'S macksrows BOND 
25% Cotton Fibr 25% Cotton Fibre 
For Reports ae For woarcls be 


Announcements 
WESTON’S OPAQUE SCRIPT 
Cotton Fibre Content 
MACHINE ACCOUNTING 
WESTON’'S ee LEDGER 

75% Cotton Fi 


WESTON'S MACHING 
POSTING LEDGER 
50% Cotton Fibre 


WESTON’S ‘opaque Script 
Cotton Fibre Content 
MACHINE ACCOUNTING 
WESTON’S TYPACOUNT LEDGER 
75% lon Fibre 
WESTON’S MACHINE 
POSTING LEDGER 
50% Cotton Fibre 
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How to get 
FACTS ABOUT A 
PENSION PLAN 
for your company 


ITHOUT any obligation, 

our specialists in pen- 
sion planning will be glad to 
study the needs of your com- 
pany, and give you specific 
recommendations—with an 
accurate cost estimate. As a 
company officer interested in 
peasion planning, write Pen- 
sion Division, or telephone 
REctor 2-8900, ext. 598. 


BANKERS TRUST 
COMPANY 
16 Wall Street, New York 15, N. Y. 





BIGGEST ADVANCE IN OFFICE 
MACHINES IN YEARS! 


New unit cuts work, cuts costs! Copies 
anything—even things no stencil 
duplicator can copy! 


Easily operated in your office by anyone, 
without technical training — a remarkable 
new unit, the APECO Photoexact, quickly 
makes copies of im- 
portant letters, docu- 
ments, plans, clip- 
pings, pictures, etc. 
In fact, it copies any- 
thing— written, 
printed, typed, 
drawn or photo- 
graphed! Operating 
onasimplified photo- 
graphic principle, 
APECO avoids typ- 
ing and copying 
errors. It provides 
legally-accepted 
copies (valuable orig- 
Standard | inals stay in safe keeping) ; copies 
‘iditienal | £0 use while traveling; copies to 
———! mail; duplicate records; memos 
and plans for departments, branches. 


FREE BOOK! MAIL COUPON NOW 


= 2 9 se an OR Ow ae 
AMERICAN PHOTOCOPY EQUIPMENT CO. 2 
2849 N. Clark St., Dept. A18, 

Chicago 14, Ill. a 
Send, without obligation, your informative § 
}-page illustrated book on Photocopying and g 
g 
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APECO 35] 
Copies up to 
18” x 22” 
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AID TO EUROPE 


(Continued from page 12) 


whatever steel, and whatever of certain 
_ other items are to be exported from this 
country during the foreseeable future 
| will leave unsatisfied an existing de- 
mand for these products here at home. 
Some day we shall indeed be seeking 
business in the foreign markets. Today 
and tomorrow, however, we could sub- 
stantially ease the pressure on our do- 
mestic prices by devoting full produc- 
tion to home demand. As for the other 
point—the horsetrading proclivities of 
certain Europeans—it is perhaps 
enough to observe that a high window 
ledge is not a good place from which to 
horse trade, however solicitous for the 
welfare of the party on the ledge the 
other may be. 

These three basic points then—there 
is no question that the European food 
shortage is very real and urgent; pro- 
duction being the crying need of all 
the world, America has great interest in 
seeing European production increased; 
and American aid to Europe must be 
furnished within the framework of a 
sound, strong, and dynamic domestic 
economy—provide the background 
against which the European aid pro- 
gram may be judged and our contri- 





butions measured. 
For what it is worth—and you shall 
have to be the judge of that—I would 
like to summarize my own thinking on 
the lines along which the Marshall 
program should be developed. Here it 
is briefly: 
There can be no serious argument 
about our supplying food, fuel, and 
fertilizers to alleviate starvatior and suf- 
fering. On humanitarian grounds 
alone, quite apart from the political 
| desirability of helping Western Europe 
through the Winter, we must do this. 

The other than food aspects of the 
European aid program must be con- 
sidered against the background of 
Europe’s need for more production and 
America’s interest both on economic 
and political grounds in doing every- 
thing we conceivably can to help out. 
The requirements fall into several cate- 
gories: raw and semi-finished materials, 


including seed, to be used in produc- 
tion; machinery, equipment, and parts 
intended to repair, supplement, or en- 
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“Know-How” BROLETS* 


to increase productivity, control quality 
Now you can crystallize your time studies, 
freeze operations just as they are stand- 
ardized, permanently record each step 
so it is easily understood. Our engineers 
put your methods on paper, pictorially. 
The immediate profitable use to you in- 
cludes (1) Quick training for upgrading 
or for new help (2) Accurate control of 
quality, methods, processes (3) Store- 
house of “know-how” for seasonal or in- 
terrupted manufacture (4) Transportable 
“know-how” for subsidiaries, domestic or 
foreign. You get the whole job (one 
operation or an entire plant) done well 
and economically. Write for details. 
Graphiological Engineering Division 

VAN VALKENBURGH, NOOGER 
*Trade Mark & NEVILLE, INC. 
15 Maiden Lane, New York 7, N. Y. 


New tools for industrial management 




















: and design Booklets, Folder-, 
l write Dealer Helps, Publication Ads— 
with all the skill of 22 years’ experience 
in leading AAAA agencies. Low overheail, 
reasonable fees. Tell me your needs for 
prompt estimate. 


THE VILLAGE WORDSMITH 
Aurora, Ohio 











Plexiglas Desk nameplates. Finest quali- 
ty, machine engraving, $2.00 each post- 
paid. 10% discount on 12, 25% on 100. 
Send name and payment with order. 


Terms to rated firms. Used by leading 


| banks. Ideal gift. 


AIRMATE CO., 1150 NEBRASKA AVE. 
Toledo 7, Ohio 


41,700 MANUFACTURERS 
DUNS REVIEW REACHES THE 
PRESIDENTS AND TOP EXECU- 
TIVES OF 41,700 MANUFACTURERS, 




















Printsana 
Mlustrates 


VT Post Cards 


Learn how thousands of business 
men, in every line, are boosting 
salesin spite of conditions—with 
1¢ messages—printed and illustrated in afew 
minutes on gov’nt post cards — with amazing 
new patented CARDMASTER. Your “today’s” 
ideas, read by your prospects next morning. 
Not a toy, but a sturdy advertising machine, 


| built to last for years. Low price, sold direct. 


Guaranteed, five years. Send name today. 


SEND NAM We’ llsend FREE illustrated book of money 
making IDEAS for your business and com- 
plete, unique advertising plans. RUSH YOUR NAME TODAY. 


CARDMASTER COMPANY 


| 4846 RAVENSWOOD, Dept. 121 CHICAGO 40, ILL. 
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large existing facilities and thus make 
possible quick and substantial increases 
in production; and, finally, new pro- 
jects for modernization and expansion 
of production, transportation, and 
power facilities. 

There may be, and probably are, cer- 
tain items in the first and second cate- 
gories which should be supplied in the 
near future and which are fully justified 
on grounds already referred to. In gen-— 
eral, however, the problem of organiz- 
ing to do an intelligent and effective 
job of screening and checking require- 
ments, of procuring the approved items 
from American and other sources, of 
deciding on what items can and should 
be paid for and in what way and at 
what time, of setting production goals 
and targets to measure the results of 
our aid and the desirability of continu- 
ing it beyond the initial period, and 
of working out with the Marshall Plan 
countries other measures (including 





steps to restore sound and freely conver- 
tible money in these countries) to be 
undertaken by the several foreign gov- 
ernments as a part of the over-all pro- 
gram—the job of doing all these things | 
and others I have not mentioned will 





require much more time than is avail- 
able to meet the immediate food, fuel, 
the fertilizer phase of the program. 


Specialized Personnel Needed 


Accordingly, the short and long-term 
phases of the program should be dealt 
with differently, but it must not be for- 
gotten that neither phase can be fully 
In appro- 


effective without the other. 
priating funds for the emergency or | 


short-term aid, Congress has made a 


wise start, but it is only that. It would 
be difficult to exaggerate the importance 
of getting organized quickly for the 
second phase of the program, the 
tremendously tough and at the same 
time delicate job of helping Europe, 
through production aids, to regain her 
economic footing. Wide latitude must 
be given the administrator of this pro- | 
gram, and the sooner he gets to work | 
assembling the necessary skilled and | 
specialized personnel and attacking the 
many problems, both policy and operat- | 
ing, which will confront him, the more 
he will know about his job and the 
better it will be for all of us. 

More production in Western Europe 


must be our central objective; it must 
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“LOOK-UP TIME CUT IN HALF 
BY PENDAFLEX!” says National Credit Office 


1125 filing drawers 
with PENDAFLEX in 
every drawer 






It takes half the time, now that they have installed Penda- 
flex, for National Credit to look up information on 60,000 
concerns! Yes, filing time has been cut in half—and mis- 


filing is virtually eliminated! 


So efficient is their Pendaflex 


filing system, that 6 phone clerks actually relay information 
while the customer waits! 


ford Pendaflex’ 


as ey 


we ore. 





No new cabinets: sim- 
ple frame fits in your 
letter or legal filing 
drawers; folders hang 


on frame! 
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hanging folders 


*Trade Mark Reg. U.S, Pat. Off. 


Your office, too, can cut filing time in 
half and eliminate misfiling with 
Pendaflex — whether in one drawer or 
hundreds! Y our dealer will install one 
trial drawer of Pendaflex hanging 
folders on a“ guaranteed to perform’ 
basis, or money back! Call him today, 
or send coupon for full details! 


, 


OXFORD FILING SUPPLY CO. “ 
347 Morgen Avenue, Brooklyn 6, N. Y. | 
Please send your catalog on Pendaflex | 

I Filing, and name of nearby dealer. | 
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ARE YOUR PRODUCTS 
: WHEN COMPARISONS 


ARE MADE? 





This booklet highlights the importance of 
sound but pleasing product design in the 
competition for wide appeal and accept- 
ance. If you get some help from it, we will 
feel well repaid for having published it. 
A copy is yours for the asking (on your 
company letterhead—please). 


P.$. The services offered by Product Technicians 
includes the designing, styling, engineering, mak- 
ing of molds, the supervision of tool and fixture 
manufacture right up to the point of production. 


PRODUCT | 


TECHNICIANS INC. 


66 BROAD ST., ROCHESTER 4, N.Y. 
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41,700 MANUFACTURERS 


DUN’S REVIEW REACHES 

THE PRESIDENTS AND TOP 

EXECUTIVES OF 41,700 MANU- 
FACTURERS. 











KEEP BIG REFERENCE 


Top 
12% "x24" 
Heisht 
Back 32%” 
Front 28” 
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REACH! 














Simplify use of credit reference books, 
dictionaries, registers, ete., by us sing 
this rigid All Steel Stand Mounted on 
Casters for convenience In use wher- 
ever large books are necessary. 

Obtainable through your local stationer 


or office furniture dealer or write direct | 
CARDINAL SALES, INC. 
5633 West Madison St., Chicago 44, I'l 
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be a condition of our aid and a test of 
whether that aid shall be continued be- 
yond the initial stage. Although we 
cannot, it seems clear to me, dictate to 
a sovereign power or a sovereign people 
the economic system they shall use, we 
can and in our own interests must make 
production performance and the 
achievement of predetermined goals a 
condition of our continued assistance. 


Rising Prices 


Turning now to our domestic eco- 
nomy, no one can doubt that the most 





serious threat to the economic stability | 


of the United States is the probability 
that if prices—and particularly food 


prices, which to-day represent some- | 


thing like 50 per cent of the average | 


family’s living cost—continues to rise, 
there will be another round of wage 


increases this Winter and Spring, fol- | 


lowed, of course, by still higher prices. 

Actually, the problem would be with 
us even if we had no European aid pro- 
gram. The aid program simply makes 
the problem more acute. For the fact 
is that we face a world food shortage 


that will last a long while even if we | 


continue to enjoy better than average 


crops. Although food production in 


this country is substantially above pre- 


war, food consumption and demand are 
even more so. Mrs. Jones is competing 
with Mrs. Brown and Mrs. Green for 
the choice cuts of meat and other foods, 


are now eating 


and for more of it. We 
substantially more of all foods than ever 
before, and we are eating well over 
twice as much per capita as some of 
the Western European countries, with 
the result that food prices have been 





“What’s your opinion on this question, 
Abernethy ?” 


JANUARY 


| 
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| U.S.A.’s LARGEST REPRODUCTION HOUSE 
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LINE WANTED New England 


Experienced, Financially sound, New England 

commission manufacturers’ territorial repre- 

sentatives seek an additional line. 
GEORGE HERIS, Inc. 


306 City Bank Building 
Hartford 3, Conn. HA ttford 6-4323 


ENVELOPES 


Ask for 36 page Illustrated 
Envelope Price-List or phone 
WArtkins 9-9073 for salesman 


DIRECT MAIL ENVELOPE CO., INC. 
15 W. 20th ST., NEW YORK 11, N.Y 









































27,750 PRESIDENTS 


DUN’S REVIEW REACHES 27,750 PRESI- 
DENTS AND 47,250 OTHER EXECUTIVES 





LUCITE and 

PLEXIGLAS 

FIXTURES e ADVERTISING DISPLAYS. 
AVAILABLE FOR EXPORT ALSO. 

plus 

Custom Fabricating, Injection Molding 

NO JOB TOO LARGE OR TOO SMALL! 
RITE TODAY FOR CATALOG 








w 
“MODERN DESIGN ON DISPLAY” 
NO OBLIGATION, OF COURSE 








8"x10° Genuine ge 7 
Glossy Photos 56 a 
Unsurpassed in Quality at Any Price 
Made from your negative or photo in labs 
and studios of famous James J. Kriegsmann 
24 HOUR SERVICE ON REQUEST 
NO NEGATIVE CHARGE 
$6.73 per 100 | M’TD ENLARGEMENTS 
$55 per 1,000 | 30’’x40’’ $3.85 ea. 
Send for Price List G Samples 


BRyant 9-1748 
165 West 46th St. 
RT New York 19, W. Y. 


VER WHAT ul ADVERTISE 


Me ONCE VALET 


END ALL “WRAPS” 
OBLEMS 
Valet Conus and Rack 
keep clothing ‘‘in press” 
aired on spaced hangers, and 
hats on ventilated shelves. 
Save floor space—accommo 
date 3 persons per sq. ft. Fit 
in anywhere. Lifetime welded 
construction 
Where lockers are needed to 
lunches, tools, aprons, 
ete., use PETERSON 
Locker Racks. 5 ft.x15 
in. unit provides 12 per 
sons with hangers, hat 
spaces, and individual 12 
in.x12 in.x15 in. lock boxes 
These combination units are 
widely used to double capacity 
of, or eliminate, locker room- 
— 


VOGEL- PETERSON COMPANY 
“The Coat Rack People’’ 
624 South Michigan Ave. Chicago 5, U. S. A. 
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Is always (Mega 
Jo Kitt A WOMAN ? 


For stx Montus I bend the ears of the home 
Office to get a postage meter. I win . . . Then the 
only good, fast, honest-to-Gregg steno I got, this 
redhead Morissey—balks at a postage meter! 

“‘T have no mechanical aptitude. Machines mix 
me up, kind of,” she says. As if we asked her to 
fly a P-80. I almost blow my top. 

This postage meter, I explain, is modern, more 
efficient, a time saver . . . No more adhesive 
stamps. No stamp box, and who’s got the key? No 
running out of stamps you need. No scrounging. 
No stamp sticking. Just set the lever for any kind 
of stamp you want, for any kind of mail, and the 
meter prints the stamp right on the envelope with 
a dated postmark—and it seals the flap at the 
same time. Far faster than mailing by hand. Prints 
stamps on the tape for parcel post. Will handle 
anything we have to mail out of this office. 
Even keeps its own records! 

And metered mail needs no postmarking and 
cancelling in the postoffice, gets going earlier. It 
is practically heaven’s gift to the working girl... 
and so on. But with the Morissey, no soap. 


I try diplomacy. “Miss Morissey, I want you 
person’lly to try it for two weeks. If you don’t like 
it then—back it goes to the factory! I depend on 
your judgment implicitly. Okay?” ... She acts like 
an early Christian about to be lunch for a lion, 
but gives in. 

So help me—two weeks later she has a big pink 
bow on the handle of the postage meter—like it 
was an orchid or something. I give it the gape. 

“Kinda cute, ain’t it,” says Miss Morissey. 
“But a very efficient machine, Mr. Jones. Now 
the mail is out early enough so I get to the girls’ 
room in time to hear all of the dirt” . . . | wonder 
is it always illegal to kill a woman! 


WE are always learning 
some new advantages of the 
postage meter. If you'd like 
to learn what one could do 
for your office, call the 
nearest Pitney-Bowes office. 
Or write direct for an 
illustrated booklet. 












PeTNEY-BOWES Postage Meter 


~_ 
i) PITNEY-BOWES, Inc., 1525 Pacific St., Stamford, Conn. Originators of Metered 


Mail. Largesi makers of mailing machines. Branches in 63 cities in the United States and Canada. 
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Modern signs that identify 


your place of busi- 


ness—whether it be an industrial plant, business 
house, warehouse, store, or bank—are an impor- 
tant part of your advertising program. UNITED 
designs, constructs, and installs custom-built 
roof or lawn-type electric signs that turn eyes 
your way... give you permanent advertising 


year in and year out, 


24 hours a day. 


Case His- 


tory No. 416 shows what UNITED can do for 


business everywhere. May 


UNITED souno 


OUTDOOR ADVERTISING DIVIS! )N—COLUMBIA 2, PENNA. 


we send your copy? 


SIGNAL CO., } 


INCORPORATED 4. 
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YOU PUTA 


Give your salesman the new January, 
1948 Pocket Edition, and you make 
him a bigger producer. You bring him 
up to date on who and where his cus- 
tomers and prospects are. And you 
enable him to size them up at a glauce 
so that he can concentrate on the 
more profitable and “budget” his time 
for the less profitable. 


Mbit 


IN HIS TERRITORY 


when you put this handy 
soles guide in his pocket 





For full details about 


able business, write to 
nearest office of — 


DUN & BRADSTREET, 


the 
Pocket Edition as a builder of 

bigger” salesmen who turn 
in a larger volume of profit- 
the 


INC. 
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pushed far higher relative to pre-war 
than have the prices of any other goods. 

This is the Achilles Heel of our 
economy. This is the primary reascn 
we are threatened with national calam- 
ity in the form of another round of 
wage increases which would produce 
no more than momentary relief to those 
who got them because, with more 
money to spend and the food supply ro 
larger, this additional purchasing powcr 
vould simply be dissipated in still 


higher prices. And the millions wko 


did not get increases would be in worse 


shape than ever. 

There is only one way to avoid th's 
catastrophe and that is for every one of 
us to practice and preach food conserve- 
tion. This means to eat less of the 
scarce, high-priced items and make a 
determined effort to eliminate all waste 


The Appeal to Women 


The President’s food conservation 
program has shown results. Designed 
originally to release one hundred mi.- 
lion bushels of wheat for Europe, ics 
success in that limited job is alreacy 
assured. In my judgment the Pres:- 
dent’s program must be broadened 
deepened, and lengthened. It must get 
across to many millions of American 
housewives that food prices can be 
brought down to more reasonable leve!« 
if they will co-operate. It must enlis: 
the enthusiastic support af women’s or 
ganizations both national and local, c! 
Parent-Teacher associations, of the 
churches and schools, of the merchants, 
radio broac- 


newspapers, magazines, 


casters, movies, and many others. It 
must point out that if our womenfolk 
make up their minds to spend for food 
not more than nine-tenths of what they 
have been spending in recent months 
the job will be done. And by enlisting 
the help of the stores, newspapers, and 
broadcasting stations to feature each 
week the foods which are plentiful anc 
low in price, the family need suffer no 
reduction in nourishment from the re 
duced budget. 

[ have talked with enough people to 
be convinced that a national campaign 
along these broadened and extended 
lines will work. Surely it should b« 
tried before we resort to peacetime ra- 
tioning or price and wage controls. I: 
is to the interest of every man, woman. 
and child in this country that it be made 
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to work. And if such a program suc- 
ceeds and food prices move downward, 
as they must, then business manage- 


ment, enlightened labor leadership and, | 


it may confidently be hoped the Presi- 
lent himself, could join hands in 
efforts to resist another turn of the in- 
tiationary screw which threatens to 
penetrate the heart of our economic 
being. 

I am sure you understand that I do 
not imply that food prices are the only 
nes that are out of line. Certain others 
—not all by any means, but some—are 
also higher than is justified by the in- 
crease in labor and material costs. 
These, however, represent a much 


smaller fraction of our living costs and, 


furthermore, they are not as far out of 
line as are food prices. Clearly the key- 
stone of the high price arch is food. 
Other anti-inflationary measures should 
and no doubt will be taken, but if 
food prices can be started definitely 
downward and any general wage in- 
crease this Winter and Spring avoided, 
prices of goods all along the line will 
follow a downward trend and many 
millions of Americans will enjoy their 
first real increase in living standards 
since before the war. 


TAX CARRYOVERS 


(Continued from page 15) 


You can also use 1947 and 1948 net 
operating losses to obtain refunds of 


excess profits taxes beginning with | 


1943, as well as refunds of income taxes 
beginning with 1945. 

Under the excess profits tax in effect 
from 1940 to 1945, the excess profits tax 
was determined after first finding one’s 
tax reducing credit. If the credit 
equalled or exceeded the income, no 
excess profits tax was paid. 

The excess profits tax law was re- 
pealed as of January 1, 1946. Never- 


theless the law provided for a special | 


carryback of an unused excess profits 
credit for 1946. The amount was de- 
termined in exactly the same manner 
as it would have been determined had 
the excess profits law been in effect. 
Another principle applies in 1947 
and 1948. If there is a loss in either 
of these years, it can be carried back 
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Get more work 
out of your catalogs! 


® Your catalogs can work harder than you eve: thought 
possible. 
@ They can do a better job of capitalizing interest ai oused 


by your advertising. 
@ They can make more opportunities for sales calls. 


@ They can cut down the cost of getting orders. 


How? 


By being designed specially for the people who will use 
them — so that your prospects will get what they want 


to know quickly, easily and convincingly. 


By getting into the hands of all of your important pros- 


pects now — without waiting to be asked. 


By staying on the job—always findable in a few seconds, 


whenever needed. 


Making catalogs work like that is Sweet’s specialty. This 
custom catalog service has helped hundreds of well known 
manufacturers improve the performance of their catalogs. 
If your products are bought in any of the industrial 


markets, maybe we can help you too. 


We would like to find out. Would you? 


Sweet's Catalog Service 
Division of F. W. Dodge Corporation 
119 West 40th Street, New York 18, N. Y. 
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12 Million 


Canada may be an important mar- 
ket for the things you have to sell, 
a potential supplier of the things 
you wish to buy, and may offer 
possibilities as a field for factory 
expansion. 

The Royal Bank of Canada can 
help you get the facts about Can- 
ada and her 12,000,000 people. 
Over 600 branches span Canada 
from coast to coast. Ask your 
banker how we can work with him 
to serve you in the Dominion. 


HEAD OFFICE — MONTREAL 


New York Agency — 
68 William St., New York 5, N.Y. 


THE ROYAL BANK OF CANADA 


ASSETS EXCEED $2,000,000,000 











The Emblem of Service 


“Doc” Hetz “The Factory Mortician” Says:— 


ment, Materials, Intangibles, Milltowns, etc. 


AUCTIONEERS—APPRAISERS—LIQUIDATORS 


“If we had the persuasive power to coax owners of unprofitable 
faciliti¢ juidate them before the combination of idle works or 
housekeeping expenses of taxes, insurance, maintenance, watchman’s 
services, and the silent but constant forces of obsolescence and decom- 
position completely dissipate the ultimate recovery ;—ther would 
feel we had made a contribution to society. A friendly conference and 
inspection can be arranged without expense or obligation anks.” 


HETZ CONSTRUCTION CO., 2425 w. Market St.. Warren. Ohio 


The best name in industrial reclamation—Purchasers of Buildings, Land, Equip- 








Keys to the Foreign Market 


LATIN AMERICA SALES INDEX, Vol. IX 
A comprehensive listing of 29 markets, including the West Indies, Puerto Rico 
and the Virgin Islands, all of Central America, Mexico, and South America, 
containing 150,431 names, with full line of business and financial ratings. 


TRADE INDEX OF U. 8S. MANUFACTURERS, Vol. I 
Published in three editions, English, Spanish, and Brazilian, and distributed 
in Latin America. The TRADE INDEX lists more than 10,000 products of 
3,007 United States manufacturers. 

INTERNATIONAL MARKETS: 
A Bulletin issued monthly which lists hundreds of inquiries from overseas 
companies interested in buying from, selling to, or obtaining agency connections 
with United States manufacturers, exporters, and importers. 


APPROACH TO LATIN AMERICA MARKETS 
Free Booklet containing marketing data on 29 Latin America countries. 


For further information on any of these services, write to 


Foreign Sales Division 


DUN & BRADSTREET. INC. 








two years. That may create an unused 
credit carryback in 1945 and 1946. 

The result is this: a loss in 1947 or 
1948 may get you refunds of prior 
years’ excess profits taxes, income taxes, 
or both. The way in which the com- 
bination carryback system works is 
illustrated in a table on page 15. 

If you have a loss in 1947, that might 
automatically give you a refund of 
excess profits taxes paid in 1943, 1944, 
and 1945. In addition, it might give 
you a refund of 1945 and 1946 normal 
and surtaxes. 

Assume, for instance, that your 
company had an excess profits credit 
of $50,000 in 1943 through 1945. In 
each of those years you had a profit 
of $100,000. And so you paid excess 
profits taxes on $45,000 for 1943 and 
on $40,000 for 1944 and 1945 after de- 
ducting your specific exemption. If 
you lose $100,000 in 1947, that wipes 
out the profit in 1945. You are entitled 
to a refund of 1945 normal, surtax, and 
excess profits taxes. In addition, the 
elimination of the income in 1945 
(created by the 1947 carryback) gives 





THE BAROMETERS 


The Dun’s Review Regional 
Trade Barometers, including 
back figures by months from Jan- 
uary 1939; by years from 1935, 
adjusted for seasonal variation 
and unadjusted, together with 
additional material, are available 
in pamphlet form. 

Other helpful information has 
also been reprinted for those who 
are interested in regional varia- 
tions in trade volume. They are 
entitled, “A Guide to Post-War 
Development; How Regional 
Barometers Help”; “Regional 
Barometers Revised and Simpli- 
fied”; “How to Use Regional 
Trade Barometers.” Two geo- 
graphical lists (duplicated) are 
available. One defines each re- 
gion by counties. The other 
shows the regional location for all | 
cities of 25,000 or more population. _| 

The barometers, appearing in 
Dun’s Review since 1936 mea- 
sure consumers’ purchases of 
commodities for 29 regions in the 
U. S. and for the country. 
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you an unused excess credit of $50,000. 
You may now carry that back to 1943. 
That wipes out all the excess profits 
taxes for 1943. It gets you a refund 
of the excess profits tax paid for that 
year. 

If the credit of the company in the 


preceding example were $60,000, you | 


would also have a refund of part of 
the excess profits taxes for 1944. The 
credit carryback of $60,000 would be 
more than would be required to wipe 
out the 1943 excess profits taxes. The 
excess of $20,000 would therefore be 
used to refund part of 1944 excess 
profits taxes. 

If in the first example the loss in 
1947 was $200,000, then the company 
would get a refund not only of the 


1945 normal, surtax, and excess profits | 


taxes, but also of the 1946 normal and 
surtax, if profits in 1946 were $100,000. 


That would also create a credit carry- | 


back from 1945 to 1943 and from 1946 


to 1944. It would entitle the company | 


to a refund of excess profits taxes it 
had paid for those years. 


HUMAN RELATIONS 


(Continued from page 17) 


way for this trend. In 1925, Mr. Wat- 
son expressed it thus: 

“You know, gentlemen, it is the men 
back of a business that make the busi- 
ess. You can organize a business, you 
can give it an attractive name; you can 
give it a good product, but if you 
haven’t got men—the right kind of 
men—back of that business, you are not 
going to get anywhere.” 

The spread of this emphasis on man 
as the central value in the economic 
process must overcome the tendency to 
think of our fine technical standards as 
the highest achievement of our Amert- 
can system. This is well illustrated by a 
movement in American industry which 
has been hailed with Messianic fervor 
—job simplification. Although job 
simplification through improved tools, 
time, and motion study, and job 
methods analyses has raised our pro- 
ductive efficiency and bestowed its bene- 
fits on capital, labor, and the consumer 
alike, we have misused it. Not only 
have we simplified the motions and re- 











“They 


cost less’ .. 


"Il specify Clark fork trucks 
for just one reason: 

“They cost less’”—says 

W. F. Crawford, President 
Edward Valves, Inc. 
“They cost less to operate, 
cost less to maintain— 
which makes it cost less 


to move our materials.”’ 


What more does any 


one want? Clark's world 


wide organiza 
tion of trained fleld men makes it 


easy to get competent counsel on 
your material handling problems 
Consult Clark 





CLARK Fork TRUCKS 


AND INDUSTRIAL TOWING TRACTORS 














CLARK EQUIPMENT COMPANY, TRUCTRACTOR DIVISION, BATTLE CREEK 46, MICH. 
REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 
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PHOTO COPYING MACHINES 
OFFER YOU A 


PERPETUAL GUARANTEE 


* Saving of 90% copying time 
* Easiest operation 
* Lowest cost per print 





“The Equipment That Can’t Make A Mistake’ 


rru-Copy-Phote makes exact, 

tual size copies of anything 
printed, written or drawn, as 
well as photographs. No dark- 
room, no camera required, Al- 
hough equipment is used pro- 
essionally, its simple operation 
en be handled by a child. 


Copies surfaces 










Send for Catalog 
GENERAL 
PHOTO 
PRODUCTS 
COMPANY 
Dept. DR 
15 Summit Ave. 
Chatham, N. J. 


| the more 
| doing it—runs the argument. 














KEEPERS ... fcndere 


Your inactive records are safe, easy 
to find, instantly accessible in low 
cost Liberty Storage Boxes. Pat- 
ented closing method keeps out 
dust and damp, permits instant 
opening or € ‘losing. 

Liberty’s 23 stoe uh diene fit almost 
every commercial or bank form. 
Finest quality corrugated jute 
board is almost indestructible. 
Over 83,000 satisfied users since 
1918. 

Sold by leading stationers every where 
Write for free suggestion-packed 
Manual of Record Storage Practice. 


BANKERS BOX COMPANY 
Dept. 112, 720 S. Dearborn, Chicago 5, Ill 





| tive job 
| rather than 
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duced the human energy expended per 
unit of work performed but we have 
also reduced the scope of the job by an 
extreme subdivision of labor. Simpli- 
fication of job methods was not in- 
tended to foster job reduction, but it 
usually has. If movements could be 
simplified, so could jobs. Under the 
influence of technical and economic 
principles, it was good industrial en- 
gineering to reduce the job to its small- 

The less a man had to do, 
efhcient he would become in 
Some 


est scope. 


consider this to be good engineering but 
it is turning out to be poor human 


relations. 
Routine Job Problem 


This misuse of job simplification 
failed to acknowledge that there is a 
point of diminishing returns in any 
technical efficiency plan involving 
human beings. In the case of extreme 
job subdivision and over-specialization, 





this point is usually measured by low- | 


ered interest and responsibility, in- | 


creased irritability and tension, higher 
absenteeism and turnover. 

The constructive contribution of the 
principle of man-centered management 


is clear. Above everything else it re- 


quires that the solution to the repeti- | 


problem should be intrinsic 


accessory, organic rather 
than auxiliary. The solution must be 
found in the job. 

Too often we have been willing to 


acknowledge the repetitive job problem 


| but to consider it a necessary evil of 


mass production. In consequence, we 
have looked to social security and wel- 








“*Comma,’ ‘Period,’ ‘Question Mark,’ ‘Semi- -co- 
lon,’ ‘Comma,’ ‘Period,’ ‘Question Mark,’ ene 


JANUARY 








In addition to the many natural and man- 
made advantages, industry establishing itself 
in Missouri enjoys a special brand of friend- 
liness from the people of this great state. This 
helpful friendliness makes for smoother, more 
profitable operation. 


Missouri leads all states in diversity of 
manufacturers. Missouri does not claim every: 
thing... but perhaps it may have just the ad- 
vantages you are looking for in establishing 
a factory or branch. 

WRITE on your letterhead for a new Indus- 
trial Brochure full of Missouri facts and figures 

..or we will gladly furnish information on 
your particular industry. , 


MISSOURI DIVISION of 
RESOURCES and DEVELOPMENT 
Jefferson City, Mo. 
or 1809 G. St. N.W., Washington, D.C. 
Dept. 71-N 
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CREATIVE 
DIRECT 
ADVERTISING 


AHREND clients benefit—at 
no greater cost—from 55 
years of merchandising-by- 
mail experience; have won 
29 National Awards in the 
past four years! 


For ideas, production and 
mailing of promotion that pays, 
consult THE FIRM WITH 
THE HABIT OF SUCCESS! 


D. H. AHREND CO. 


333 E. 44th St., N. Y. 17, MU 4-3411 
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Remington Rand Inc. 
Adding-Bookkeeping-Calculating Machines Div, 
Dept DR, 315 Fourth Ave, New York 10, N Y 


Yes! Jd like to know how Remington Rand | 
keeping Machines increase accounting efficiency 
Send me “Toast of the Business World” 





SP ene en come cee eee eee gee ee ae eee Se oe 








Remington Rand 
BOOKKEEPING MACHINES 


Management efficiency implics effective savings in your accounting 
department, too. Whether your bottleneck is accounts receivable, 
accounts payable, payrolls, or any other important administrative 
application, Remington Rand bookkeeping machines will simplify the 


operation and save you time and money. 


Here are a few reasons why. They’re fast! Automatic balances, 
computed and printed, interchangeable registers, complete electrifica- 
tion and simplicity of operation mean quick results with lower admin- 
istrative costs. These bookkeeping machines prepare two, three or 
more related forms in one operation. For smaller companies, one 
machine can produce accounts receivable, and in a moment or two 


be changed to accounts payable, payrolls, or any other record. 


Ask your local Remington Rand representative to show you how 
these machines will materially increase your accounting efficiency. 


Or write for free booklet “Toast of the Business World”. 


Reninglon Rand 


MACHINES FOR MANAGEMENT 
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Holland-America 


FIFTY —FIFTY 


Well-known electro-technical factory, 
having in employ 1000 hands, exporting all 
over the world, possessing patents and de- 
sign patents in most countries including 
the United States, twenty years experience 


in the manufacture of 


VACUUM CLEANERS 
FLOOR POLISHES 
FRACTIONAL H.P. MOTORS 


AND OTHER ELECTRICAL 
HOUSEHOLD APPLIANCES 


Seeks contact with buyers, people of fi- 
nancial power or existing business, in order 
to establish or extend a similar factory as 
in Holland, for example on a basis of equal 


participation in both concerns or otherwise. 


The President of the Dutch concern, 
Mr. John Malchus arrives on the 20th of 
Feb. ’48 in the States by M.S. “Nieuw 
Amsterdam” fully documented to take up 


contact with parties interested. 


Only those who are really interested 
and have the necessary means at their dis- 
posal are invited to write before the end of 
January to: Mr. John Malchus c/o Dun & 
Bradstreet, Inc. (Foreign Department) 
290 Broadway, New York City. 
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fare benefits to compensate for the dull 
drudgery of routine, but “pie in the 
sky by-and-by” will not bring job satis- 
faction to-day. Fine facilities, counsel- 
ling programs, recreational clubs, rest 
periods, welfare benefits, security mea- 
sures, or even incentive wage plans are 
desirable and necessary in a democracy. 


| They stand on their own record but it 


is not their purpose to bring job satis- 
faction. Benefit programs are a per- 
manent part of American industry. 
They will justify themselves as good in- 
vestments and as good citizenship. 


| However, job satisfaction is a totally 
| different thing. Good insurance may 


make a man put up with a poor job but 


| it won’t make the job any better. An 
| intrinsic approach seeks the solutior 


to work monotony and regimentation 


_ in the job itself. 





Job Enlargement 


One example of the intrinsic approach 
is to enlarge the over-specialized job. 
While acknowledging the advantages 
of simplification to the worker and the 
employer, “job enlargement” reverses 
the trend which carried simplification 
to the point of job deterioration. 

There are four types of job enlarge- 
ment. First, the worker may be taught 
the place of his operation in making the 
finished product. By plant tour, lec- 
ture-discussion, pictures, and observa- 
tion, he learns that his particular job 
is an essential part of the assembly. 
The next step is to teach him the service 
which the product gives the consumer 
and thus give him some understanding 
of the social value of his job. 

The second type of job enlargement 
includes the first and adds instruction 
in the operations adjacent to his opera- 
tion. In this way he learns about the 
work on which he depends and the 


| work beyond his operation on which 


others depend. 
The third form builds on the other 


| two and actually rotates a worker in a 


group of jobs. By studying the fatigue 
levels of the jobs, managers schedule 


rotation with benefit to the worker and 


gains in the quality of output. 
Finally, the actual enlargement of the 
job consists of having the operator per- 
form a longer sequence of operations 
and be responsible for testing the qual- 
ity of his work. Applied in a metal- 
working machine shop, this means that 
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The undermentioned Trade Representatives and Traders in Holland are interested in establishing business relations WITH 
YOU. Direct all correspondence to these concerns at addresses given. This is a paid advertisement. 





ALHAMEX, Berkenrodenlaan 20, Amsterdam, Zuid II. Cable : Alhamex, 
por merge Minerals, metals, chemicals, residues, semi-finished 
product 
ANKBER BATES A N. V., SOEST-HOLLAND. 
ENAMEL WORKS. 
MANUFACTURERS OF ALL KINDS OF KITCHEN oer AND 
HOLLOWWARE. Ail QUALITY. “WHITE CAT’ BRAND. 
BERCKELMANS & NIJSSEN, JAN LUYKENSTRAAT 64, AMSTER- 
DAM. CABLE QUO JTATION. IMPORTERS, EXPOR TERS, 
GENERAL AGENTS SPECIALIZED FOR COMPENSATION TRANS- 
ACTIONS. 
VAN DEN BOS HANDELSCOMIAGNIE, 105, Parkstreet, The Hague 
(Holland). Export department offers foodstuffs and all special Dutch 
products. Import department asks for sole agencies foodstuffs. 
N. V. BOTEMY, Nieuwe Prinsen Gracht 27, Amsterdam. Cable: 
3otemy, Amsterdam. Manufacture of the “Ever Yours” Beauty Pro- 
ducts and “1000 Weeks” Girls Cosmetics. Specialized for export to 
all countries of the world. Sole agents wanted. 
C. VAN DER BURG & ZONEN, Vlaardingen. [Exporters of selected 
Dutch herrings all over the world. Agents wanted. Manufacturers of 
wooden barrels of any capacity and also of staves, headings and hoops. 
“CHEMPHAR” CHEMISCH PHARMACEUTISCHE HANDEL MyY., 
N. V., 228 Keizersgracht, P. O. Box 657, Amsterdam-C, Importers and 
Manufacturers. Representatives of chemical and pharmaceutical prod- 
ucts. 
N. V. DAARNHOUWER & CO'S HANDELMAATSCHAPPIJ, Heeren- 
gracht 223-225, Amsterdam. General exporters to all parts of the 
world. New connections solicited. 
JAN DON & CO., Viaardingen. Cable address: Jadoco. Selected 
Holland herrings. 
H. pEN DONKER, P. O. Box 274, Rotterdam. We want agency in raw 
and manufactured chemicals, also in gums, Wax, rosins, ete. 
DONOR TRADING COMP., P. O. Box 3001, ROTTERDAM. Importers 
of shooting, camping and sporting articles, gloves and leatherware, 
cutlery, toys, await offers from manufacturers. 
J. C. VAN DORP & ZONEN, Vlaardingen, Holland. Cables: Vandorp 
Vetteoordskade Vlaardingen. Exporters of Holland-Herring since 1891. 
Agents wanted. 
JAC. DEN DULK & ZONEN (Est. 1871), Scheveningen. Cable 
address: “Visch.”” Salt and smoked herrings. Finest quality. 
ECONOMISCH ADVIESBUREAU F. HALVERSTAD, HEEREN- 
GRACHT 568, AMSTERDAM-C. CABLE ADDRESS: ECONABURO. 
INTERMEDIARY FOR GENERAL IMPORT AND EXPORT. SPE- 
CIALIZED FOR COMPENSATION TRANSACTIONS. 
ADRIANUS VAN DEN EELAART, Schiedam (Holland). Korte Haven 
25-29. Distillers and liqueur manufacturers since 1697. Where not 
represented importers and agents demanded. 

ALPH. ELSENBURG LIMITED AMSTERDAM C. N. Z. VOORBURG- 
WAL 161-167. WHOLESALERS, AGENTS, IMPORTERS, EXPORT- 
ERS OF WOOLENS, COTTONS. RAYONS. FURS, HABERDASHERY. 
THE MOST UP-TO-DATE- FIRM IN THE NETHERLANDS. 


ELSENBURG’S INDUSTRIAL TRADING CY., DAM 24, AMSTER- 
DAM. OFFERS RUGS, CARPETS. MOQU ETTE FLOOR COVER- 
INGS. FURNISHING FABRICS. WOOLEN, WORSTED, AND ART. 
SILK PIECE GOODS. 

ERIKS’ PAKKING & RUBBER, Alkmaar, Holland. The best intro- 
duced firm in Holland for high quality packings jointings, and sundry 
goods for engineer's use, invites offers and quotations for special or 
patent products for industrial use. 

“EUROPE” Intern. Manufacturing and Trading Cy. Ltd., Amsterdam, 
Keizersgracht 285-287. Cable: Admistra Amsterdam. Manufacturers 
of hardware and costume dolls. Exporters of Dutch cigars and tobacco, 
genever and liquors, textiles and dyestuffs. Importers and agents 
demanded. 

FORUM-BANK., N. V., Amsterdam, Heerengracht 444. Merchant 
bankers, members of the Amsterdam Stock Exchange. 

DE GROOT, Potterstraat 4, Utrecht (Holland). Import and export 
of ladies’ novelties. 

G. HOOGERWERE, Vlaardingen (Holland). Cable address: Egooh. 
Salt herrings. Export to all countries since 1869. 

BE. HUNEUS, Baarn (Holland). Representative for Holland of Fran- 
color, Paris, and Etablissements Kuhlmann, Faris. 

N. V. IMPRIMEX INDUSTRIE- Producten Im- en Export, Amsterdam, 
Ileerengracht 554a. Manufacturers representatives, importers and 
exporters of iron- metal- and woodworking machines, technical goods, 
iron- and metal semi-products. 

INKU, Heerengracht 503. Amsterdam. Manufacturer's agents. Export 
from Holland: Roofing of bituminized felt, paints and varnishes, 
phenolic glue. Affiliate: P. J. Veelo, exporters cigars, liquors, etc. 
KAHA., N.V. BUTTON WORKS. HEERENGRACHT 20, AMSTERDAM. 
BUTTONS AND BUCKLES. 

KALKER NORDEN, Prof. Tulpstraat 6, Amsterdam. Established 1850 
Telegraphic address: Kalnord Amsterdam (Tanner's Council Code). 
Raw hides and skins. Import, Export and Commission. First class 
selling agents demanded. 








KOELRAD N. V., Gravenstraat 22, Amsterdam, Holland. Old 
established firm in Holland, interested in domestic and commercial 
machinery, refrigeration, washing machines, radio sets, records, etc. 
Cc. KORNAAT’S HANDELMAATSCHAPPIJ. Established 1775, 
Vilaardingen, (Holland). Export of salted and smoked herrings. 
KWANTEN. Postbox 205, ’s-Hertogenbosch (Holland). Chemicals, 
Shoe-dressings, Athlete’s Footpowder. 
ier & LA PORTE, N. V., Amsterdam. Technical office since 
870. General importers and exporters. Iron and steel, non- 
al metals, technical goods. 
MICHEL’ WASFIGUREN EN INSTALLATIE MAGAZIJNEN, 
Huidekoperstraat 25-27. Amsterdam (Holland). Manufacturers and 
exporters of high class display mannequins in hardened composition 
with inserted natural hair. 
For publicity in Holiand, three leading magazines. 
“Moeder & Kind” —“Victorie”—“Film & Theater.” Publ. Cy. “De Inter- 
nationale Pers.”’ Heerengracht 545-549, Amsterdam-C. 
DE MUINCK & CO'S.  Ilandelmaatschappij, Amsterdam, Kloveniers 
burgwal 47. Cable: Muncomij. General exporters and importers. 
V. S. OHMSTEDE, Paulus Potterstraat, Amsterdam. Importers olf 
tool-machinery seeks agencies for lathes, milling-machines, shapers. 
automatic lathes, grinders. Buying on own account, exhibiting 
national Duteh fair March 1947. 
H. ONKENHOUT, Keizersgracht 254, Amsterdam (Ilolland). Cable 
address: HAKON, Amsterdam. Importers and exporters non-ferrous 
me a steels, tools, hardware, etc. 
“PENTO”’ COSMETIC, Gieterstraat 5-7, Amsterdam-C, Cable 
address: Pento, Manufacturers of all kinds of cosmetic products, i.e. : 
Toothpaste, shaving cream, powders, creams, lipsticks, lotions, 
brilliantine, haircream, shampoos. 
W. A. PESCH JR., Keileweg 22, Rotterdam. Importers of fish meal. 
meat meal, vitamin oils, brewers’ yeast, alfalfa, rice bran, pollards, 
cereals and by-products. 
K. F. PETERS—CHEM. & PHARM. PRODUCTEN, Amsterdam. 
Cable address: Anorga. Are open for suitable products—as manu 
facturers’ representatives—in the following lines: Chemicals (for 
technical use). plasticizers. solvents, ete. 
J. POLAK’S ENGROSHANDEL, KLOVENIERS-BURGWAL 19, AM- 
STERDAM-C. (HOLLAND). WHOLESALERS, EXPORTERS AND 
IMPORTERS OF WOOLENS, COTTONS, SILKS, RAYON AND 
OTHER PIECE GOODS. 
FIRMA EMIEL DE RAAY, Damrak 53, Amsterdam (Holland). Tele- 
grams: EMIRA. Amsterdam. Exporters and importers of rags for 
textile manufacture and paperstock, wiping rags, used clothing, over 
issues,manufacturers and exporters of flocks for upholstery and of 
regenerated wool for respinning. 
RENO HANDELMAATSCHIAPPIJ N. V. (Reo Trading Co. Ltd.). 
Amsterdam, 33 Weteringschans Importers of medieal and surgical 
goods of all descriptions, electromedical and X-ray apparatus, glass 
pombe and laboratory glassware. Invites offers from U. S. A. and 
Canada. 
ROBA Metallurgische Handelmaatschappij N.V. van Baerlestraat 76, 
Amsterdam (Holland). Cable address: ROBASCRAP. Wholesale 
dealers, importers and exporters. Iron and steel, non-ferrous metals, 
ore, chemicals—iron and steel, ferrous and non-ferrous metals scrap. 
RUTTEN’S DISTILLERY, P. O. Box 26, Schiedam, Holland. Manu- 
facturers of the famous very Old Geneva “The Black Prince’ Schiedam 
Schnapps, liqueurs and dry gin. 
F. VAN DER SLOOT, Amsterdam (Holland), N. Z. Voorburgwal 96, 
est. 1895, importers and agents in gent’s hats, ties, collars, ete., want 
connections with manufacturers various countries, also compensation 
business. 
DR. E. J. SWAAB'S VEREENIGDE FABRIEKEN, Groenburgwal 39-438, 
Amsterdam. Manufacturers of all cosmetic articles as well as parfums 
and lotions. French style, delivery exclusively for export, in bulk 
package designed for packers. 
E. & L. DE SWAAN, Wittenburgergracht 1-3, Amsterdam. Cable 
address: Swanex. General importers and exporters for the U.S.A. 
and Mexico. We are interested in new connections. 
TECHNISCHE HANDELSONDERNEMING E.T.A.H., A. RUTTEN: 
Bachstraat 17, Amsterdam (Holland). Want to represent or have sole 
selling rights for Holland in the line of electrical and radio equipment. 
TRANSANDINE HANDEL MAATSCHAPPY, Amsterdam Heerengracht 
106. Cable address: ‘“Habilitas.” Merchant bankers, members of the 
Amsterdam Stock Exchange. 
WALDORP RADIO LTD., Leeghwaterstrat 120, The Hague, Holland. 
Manufacturers of electrotechnic housekeeping apparatus want to get 
into touch with factories in the United States which are interested 
in co-operation for the manufacture in Holland. 
L. F. WILL & CO., Amsterdam. Cable address: Willchemie. Estab- 
lished 1924. Chemicals, solvents, plasticizers, pharmaceuticals. 
(Sister company in Brussels.) 
VAN DER WOUDE & FABISCH, Amsterdam, Rokin 30. Wholesalers 
iron and steel, light railway material, non-ferrous metals. Wants 
to represent American mills or first ; class exporte rs. 


















LOBO & WIJNBERGEN 


Incorporating J. van Breukelen 


2 Prof. Tulpstraat 
(opposite Amstel Hotel) 


AMSTERDAM, HOLLAND 


Cables: LOWYCO, Amsterdam 


Import Department since 1927, 
automotive — industrial —and con- 
nected fields. 

Export Department vast export 
experience. 

Special organization adapted to 
Guided Economy System. 

WANT TO EXTEND CONNEC- 
TIONS. 

Offers and enquiries invited. 























REGISTERED TRADEMARK 





EXPORT ALL OVER THE WORLD 


Joden Crecstraat 14 
Cable Address: DASLUCKY 


Amsterdam, Holland 


Marodia Industrial Diamonds 


Cables: AMSTERDAM-HOLLAND Codes: 
Marodia The Amsterdam Bourse Bentley 
Amsterdam 4, Weesperplein, 5th, 6th ed. 


Office-rooms 61- 


Marodia Industrial 
Diamonds are 


guaranteed and 
delivered in hold- lartodld 
ers or unmounted, 
rough or cut in 
any desired grain 
or in powder form. 


Construction of all 
kinds of special 
tools from speci- 
fied design, tools 
for all standard 
machines in stock. 
ASK FOR CATALOGUE AND TERMS 
The sole agency for some countries is cvailable. 


























Ambassador 
of ill will 


“Feels like a little less than two 
ounces,” says the old letter scale in 
your mailing department. “Six cents 
should be enough.” But actually the 
letter weighs a little over two ounces. 
The people at the receiving end are 
stuck for three cents...and your firm’s 
reputation for efficiency suffers. 

Why risk ill will and waste postage 
when you can be safe and sure... with 
a PB Mailing Scale?... Automatically 
figures exact postage for any mail—Air 
Mail, First and Third class, Parcei Post 
by zones, Special Delivery and Special 
Handling. Face of scale shows large, 
legible numbers for quick reading. 

The PB Mailing Scale operates by 
an automatic pendulum for greater 
accuracy, longer use. No springs to 
adjust or wear out. Call our nearest 
office or write direct for illustrated 
folder... today! 


PITNEY-BOWES 


Mailing Scale 


=. PITNEY-BOWES, Inc. 
? 1528 Pacific Street, Stamford, Conn. 
World's largest makers of mailing 
machines. Offices in 63 cities in the 


wes = United States and Canada. 
w 
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the operator would set up his machine, 
grind and adjust his tools, operate the 
machine, and inspect his work. Thus 
job impoverishment gives way to job 
enrichment. 

One company employing a program 
of job enlargement in its machine shops 
has found that it introduces interest, 
pride, and responsibility. Men en- 
trusted with larger jobs feel that they 
are more worthwhile, that they 
“belong” to the organization, and that 





they are making a more significant con- | 


tribution. 
Advantages of This Program 


On the production side, this program 
increases quality without loss of efh- 
ciency. The reduction in scrap is 

Idle time is all but elim- 
Displaced setup men and 


amazing. 
inated, 
inspectors are master Operators or 
managers. Workers capable of partici- 
pating in enlargement are receiving 
more pay. Indirect labor costs are re- 
duced. Above all, there is greater work 
satisfaction, less absenteeism, and low- 
ered turnover. 

One of the by-products of job enlarge- 
ment is found in the simplification of 
supervision which results. On the or- 
thodox arrangement, the worker is 
responsible to the setup man, the in- 
spector, and the department manager. 
Under job enlargement, the worker has 
only one supervisor. The effect of this 
on human relations is to reduce con- 
fusion and conflict, shorten the distance 
between management and men, and 
build mutual confidence. 

Let us now consider man-centered 
management in relation to the organi- 
zation of personnel administration. 
Here again the principle of: placing 
human relations interests on a par with 


Al- 


though the very presence of personnel 


tcchnical interests is fundamental. 


administration in an industry is evi- 
dence of concern for human relations, 
certain trends are working away from 
the primary purpose of personnel work 
—serving the needs of the individual. 
In industry as everywhere in modern 
society, the tendency is to consider 
people in large groups, as classifications. 
Impersonalization in urban life, opin- 
ion surveys, political and social group- 
ings, contribute to this point of view. 
The practical problems of accounting 


and shop administration require that 
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HANDEL-MAATSCHAPPI] 


H. ALBERT DE BARY 2 C®. n.v. 
MERCHANT-BANKERS 





AUTHORIZED FOREIGN 
EXCHANGE BANK 


COMPLETE 
BANKING SERVICE 


IN CONNECTION WITH IMPORT 
AND EXPORT TRANSACTIONS 











CAPITAL FL. 23° MILLIONS 
AMSTERDAM, HOLLAND * HEERENGRACHT 450 


AND RESERVES 




















MATERIALS HANDLING 
eo 4 
Consiiltenl 


A Businessman’s Approach 
to Cost Reductions in the 
Shipping Room, Warehouse, 
Packing Room, Pier. 








COUGHLIN-CROSBY COKPORATION 
120 Wall Street, New York 5, N. Y. 

















PERFECT PERFORMANCE 





FASTER 
TACKING 


$5 
Hise z 


HANSEN 
TACKERS 


FASTER for fastening, whether it’s attach- 
ing merchandise to cards, tagging goods, 
assembling cartons, sealing bags, or hun- 
dreds of uses. Operator drives tacks or 
staples as fast as he can work lever, leaving 
one hand free. Choose from 36 models, 
81 tack and staple styles. 








A.L. HANSEN MFG. CO. 


IHANSEN) 
— CHICAGO40ILL. 


5019 RAVENSWOOD AVE 














ARGENTINA 
CASA HURLEY 


Specialists in Industrial Supplies 





We are interested in handling 
sales agencies for the following 
lines: 


Valves—for Steam, Water and Amonia 
-Industria! Thermometers 


; Pipe Accessories 


Manometers— 





Defensa 435, Buenos Aires, Argentina 
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“FORGING AHEAD IN BUSINESS” 


Free to Every Ambitious Man 
who is Interested in His Business Future 





“Forging Ahead in Business” is as timely as make it worth. Some men glance through it, and toss it 


the latest news flash— yet it deals wholly with aside: others have found a fortune in its pages. In terms 
of vour future happiness and prosperity, it may be the 


fundamentals. . 
most important book you have ever read. 
Every man who is on the outlook for a fuller under- as 2 
, : ie saci) neat ‘Hl ; If you are willing to devote one short evening to the 
standing of the principles ol business will want to reac . 4 
© I I study of a plan that has meant rapid progress to thou- 


it; it will stimulate his thinking, and help point the way : <a 
? : sands of executives, send for “Forging 


today. Fill out and 


0 earli "eSS. : é 
to earner euecess Ahead in Business” 


The Institute has put its thirty-nine years of experi- return the coupon below; your compli- 
ence in the executive-training field into “Forging Ahead 
in Business.” The result is an authoritative handbook, 
a practical guide to steady progress, for those who 
recognize the need of a training program. ALEXANDER HAMILTON INSTITUTE 


Men of that type will appreciate its treatment of such Dept. 592, 71 West 23rd Street New York 10, N. Y. 
In Canada: 54 Wellington Street, West, Toronto 1, Ont. 


mentary copy will be mailed to you 





promptly. 


vital subjects as “The Law of Success,” “Specialization,” 
° 


“The Four Divisions of Business,” “‘Certainties in 


Business,” “Peimeioiee* FOS 8 eee 
2us SS es. 
: I 3 ALEXANDER HAMILTON INSTITUTE 
The booklet was written for mature men only; men = g__—Vept. 592,71 West 23rd Street, New York 10, N. Y. 
: ass. In Canada: 54 Wellington Street, West, Toronto 1, Ont. 
who seek—not a magic formula—but a sound, realistic | ; : 
‘ ; . a Please mail me, without cost, a copy of the 64-page book — 
approach to the problems they face in trying toimprove —g “FORGING AHEAD IN BUSINESS” 
their positions and increase their incomes. A program HH yan. 
which has enabled thousands to accomplish those a 
° A F : . P saa a Wiemann os. clos Saas ore ced bee ee eee as Bee eas 
objectives is outlined in the sections describing the a 
Institute’s Modern Business Course and Service. alana aaa talline cali a il i 
There is no charge for “Forging Ahead in Business” - PIR Es EE Pea e eta Ht edhe abe L448} Se ei tlnte te 
for the simple reason that it is worth only what you a Mimi MaMa... ovecasegowbaendus +. +. aeerestaeeaen. 
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PLAN NOW WITH Lesun (are 


Five times a year we'll send you Lawn Care, edited especially 
for home owners. They give you the latest facts about how 
to care for your lawn. From Maine to California folks say 
“Anyone wanting a beautiful lawn simply must read 

To treat yourself to Scotts Lawn Perfec- 


tion, ask for your FREE two year subscription today—no 
obligation. Just say on post card, "LAWN CARE please!” 


Oo m Scott & SONS CO., 11 Mill St., Marysville, Ohio 


LAWN CARE.” 


Also Ridgefield, N. J. and Palo Alto, Calif. 





Over three quarters of a million 
men and women, meer skilled in 
diversified trades an seepnnions, 
comprise Kentucky's <- bor pool. 


Locate in Kentucky where 93% 
of the population is native born, 
labor turn-over low and time lost 
from labor disputes negligable. 


Write for a detailed, confidential survey of 
what Kentucky offers your industry. A per- 
sonalized report will be prepared by our trained 
industrial staff. 


’ ksvituchy, 


CHAMBER OF COMMERCE INC. 
522-J FINCASTLE BLDG., LOUISVILLE 2, KY. 
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each one should be listed by a number. 
The new-found interest in psychologi- 
cal, aptitude, interest, and performance 
testing gives industry tools of value for 
clinical service to individuals, but it 
also leads to broad classifications and 
stereotyping of groups. The statistical 
fallacy of discussing people in terms 
of averages is not always confined to 
research. Such classifications too often 
determine individual human fortunes 
without adequate reference to case his- 
tories, the intangibles of character, in- 
terview findings, and trial performance. 


Professional Personnel People 


The desire of personnel departments 
and workers to achieve status and 


power equal to operating departments 


| -—quite proper and desirable in itseli— 


tends to increase the distance of pro- 
fessional personnel workers from the 


| people they are organized to serve. As 


industry grew and as personnel depart- 
ments proved their value to industrial 
human relations, specialization of func- 
tions was introduced. Employment in- 
terviewers, shop counsellors, home visit- 
and investigators 
Keeping 


ors, test directors, 
were a few of the specialties. 
personnel records became a major func- 
tion of the department. It was inevit- 
able that some would tend to emphasize 
reports, records, and_ statistics while 
face-to-face human relations were being 
neglected. 

As in the case of work satisfaction, 
the only solution is intrinsic. Return 
personnel responsibilities to the execu- 


tive closest to the worker. Personalize 


| personnel work by making every fore- 



















of 





Se Ko 


“I’m held up at the office, dear=-don’t wait up 
for me.” 
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NOTE: Direct all correspondence to these concerns at address given. 
Box number indicated by (B xxx). | ; 
R. G. Dun & Co., P. O. Box 36, Lisbon, Portugal, and it will be forwarded 


safely to the advertiser. 


PORTUGAL CALLING 


The undermentioned Trade Representatives and Traders in Por- 
tugal are interested in establishing business relations WITH YOU. 


POO. 


In case of doubt address your mail c/o 








LISBON (Portugal) 
AGENCIA COMERCIAL & MARITIMA, LD4,, R. do Alecrim, 


45. Tel. Add.: Acomar. Ship, commercial, agents. 
ALBERTO SOARES RIBEIRO, LD“. (B 282). Packers and 
exporters trademark “Gizela” fish preserves. 

AUTO CARROCERIAS, LD*. (B 406). Importers of ma- 
terials for construction of automobile and bus bodies. 
AUTO-TRIUNFO, R. Santa Marta. Automotive distributors. 
Importers autos, trucks, parts, service equipment and tools. 
CARVALHO, RIBEIRO & FERREIRA, LD4., Rua do Ouro, 
140. Wines and brandies exporters. 

CIDIE (B 657). Import anilines, chemicals, drugs, steel, 
iron. Export Portuguese products. Seek agencies. 
DOMINGOS GONCALVES & C4., R. Arco Bandeira, 115. 
Established 1917. Importers-exporters general merchandise. 
ETAL, Rua Nova da Trindade, 1. Import metals, chemicals, 
machinery, scientific equipment. 
ESTABELECIMENTOS ALVES DINIZ & C4. (B 343). 
Add.: Aldiniz. Foodstuff importers and exporters. 
EST. JE RONIMO MARTINS & FILHO, LD4., R. Garrett, 23. 
Established 1792. (New York Office: 17 State Street, New 
York 4, N. Y.) Importers groceries, chemicals, stationery, 
perfumes, etc. 

FERNANDO POLLERI, Tr. Forno, 7, aos Anjos. Import all 
industrial requirements. Manufacturers’ representatives. 
FIGUEIRA & ALMEIDA, R. Madalena, 88. Established 1909. 
Exporters fish preserves. Desire foodstuff agencies. 
FRANCISCO BENITO & C4., LD4. Export olive oil, fresh 
and dried fruit, olives, garlic, paprika, Guinea pepper, etc. 
HENRY M. I. HATHERLY, LD4. (B 669). General mer- 
chants, colonial produce, saffron, ergot, codoil, drugs, brandies, 
wines. 

JOHN W. NOLTE, LD4. (B 92). Imp.-exp. Packers, agents: 
cork, sardines, textiles, steel, nonferrous metals, general pro- 
duce. 

J. PACHECO CALE, LD4., Rua S. Juliao, 80, 3°. 
Calel. General agents. 





Tel. 


Tel. Add.: 


J. TINOCO, Rua do Amparo, 25-2°. Tel. Add.: Oconit. Gen- 
eral import and export, specially textiles. 
MANUEL OLIVEIRA GOMES, Restauradores, 13. Import 


wool tops, yarns-poplins, linings-silk and mercerized yarns. 
MAXIMO SILVA, LD4. (B 494). Shipbroker. Import steels, 
metals, machine tools, diesel engines, electrical material. 
MENDES & CAEIRO, LD4., C. do Ferregial, 2. Require rep- 
resentation typewriters, adding machines and office equipment. 
RADIO INDUSTRIAS, LD4., R. da Madalena, 85. Tel. Add.: 
Radustrias. Import radios, photographic commodities. 
RODRIGUES & BICHO, LD4. (B 736). Tel. Add.: Robi. Gen- 
eral agents. Importers of wool and auxiliary products, ship- 
ping tackle, foodstuffs. Exporters of wool textiles. 
SOC. COM. ALSORI, LDA. (B 729). Cork Mfrs. 
importers chemicals, iron, steel, office supplies. 
SOC. COMERCIAL LUSO AMERICANA, LD4., Rua Prata, 
io Export-import. Stationery, office equipment, all novel- 
ies. 
SOCIEDADE DE VINHOS & MOSTOS, LD4. (B 563). Tel. 
Add.: Vimosto. Exporters of Portuguese wines and brandies. 
SOc. PERMUTADORA, LD4., Av. Liberdade, 190. Import 
metals, machinery, tools, chemicals. Export colonial products. 


Agents, 


STALL, R. Santa Marta, 57. Importer-distributor autos, 
trucks, parts, accessories, tires and service equipment. 
WIESE & C4., LD4., Rua do Alecrim, 12, A. Tel. Add.: 
Wieseco. Shipping, commercial, agents. 


MATOZINHOS (Portugal) 
ANT. & HENR. SERRANO, LD4. Tel. Add.: Dragao. Pack- 


ers and exporters of sardines and anchovies in pure olive oil. 
BRANDAO & C4., LD4. Tel. Add.: Varina. Canned foods 
and olive oil. Manufacturers and exporters. 

DIAS, ARAUJO & C4., LD4. (B 15). Sardines, anchovies 
and all kinds of canned fish. Packers and exporters 
SOCIEDADE DE CONSERVAS JOANA D’ARC, LD4. 
(B 16). Tel. Add.: Joare. Packer, exporter fish preserves. 




















OPORTO (Portugal) 
A. C. PIMENTA, LD4., R. Sa Bandeira, 283. Cotton agents. 


Artificial silk and textiles. Electric home appliances. 
AUMAFECA, Rua Entreparedes, 16, sala 15. General agent 
for own account. Import and export. 

CRISPIM CORREIA PINTO (B 136). Import. MHealds, 
flat steel, heddles, needles knitting, machinery textile, ring 
travellers. 

DROGARIA MOURA, LD4., Largo S. Domingos, 101. Import 
industrial chemicals, pharmaceuticals, drugs, paints. 
BENIGNO DELGADO & FILHOS, LD4., R. Estacao, 8. Exp. 
Tartaric raw materials, cream tartar, ergot of rye; Imp. 
Woods, hides. 

ESPECIALIDADES ELECTRICAS, LD4., 710 Rua Fer- 
nandes Tomaz. Electric motors, household appliances, medi- 
cal apparatus, specialties. 

INTERNEX-IMPORT DISTRIBUTORS, Sto. Ildefonso 25. 
Electric home appliances; laboratory apparatus, chem. re- 
agents. 

J. ROCHA, LDA., R. Passos Manuel, 166. Importers of radios, 
refrigerators, electric ovens and medical electricity. 

LEMOS & FILHOS, LD4., Praca Carlos Alberto. Import 
pharmaceutical specialties, perfumes, beauty preparations. 
MANUEL FREDERICO, Rua S. Antonio, 57, 1°. Seeks 
agency Portugal, Portuguese Africa general merchandise. 
MARTINHO & C4., LD4., Trav. da Fabrica. Accept agencies 
of surgical & hospital instruments. Pharmaceutical products. 
REPRESENTACOES ANGLO-LUSITANAS, LD4., Praca 
da Batalha, 90. Tel. Add.: Ralim. Building and chem. prod- 
ucts. 

TASSO DE SOUSA, MAGALHAES & C4., LD4., R. Firmeza, 
476. Motor cars, trucks, accessories, etc. Genl. agents and imp. 
TELES & C4., LD4., R. S4 Bandeira, 69. Tel. Add.: Brasileira. 
Importers all food and pastry products. 

UNIVERSAL, SOC. ACOS MAQUINAS & FERRAMEN- 
TAS, LD4., R. S4 Bandeira, 534. Imp. machines and tools for 
industries. 











VILA NOVA DE GAIA (Portugal) 


MIGUEL DE SOUSA GUEDES & IRMAO, LD4. Est. 1851. 
Proprietors Alto Douro. Export Port Wine, brandy. 

SPIR. SOC. PORT I. & REPRESENTACOES, LD4. 
porters iron, steel, wire, tubes, small tools, machinery. 





Im- 
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READ WITH ATTENTION 





EACH ONE OF THESE ADVERTISEMENTS 
WP «OMANY OF THESE MAY OFFER YOU A GOOD BUSINESS OPPORTUNITY 
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ust like being in 
the same room... 


You DON’T WASTE A SECOND with 
Executone, the electronic inter-com! 
You just press a button... and talk! 
Instantly your voice is carried to the 
person you want and the reply comes 
hack clearly and distinctly. You never 
wait for an open line to “get through.” 

Executone eliminates the 
running from office to office. It frees 


endless 


your switchboard for outside traffic — 
increases the efficiency of your entire 
organization. It will pay you to get the 
whole story. Mail coupon today! 


Unconditionally 


Guaranteed! 
Over 100.000 UL- 
approved and guar- 
anteed installations 
from coast to coast 
prove Executone’s 
dependability and 
leadership. Sales 
and service in 
principal cities. 
Two stations cost as 

little as $61. 
Systems with up to 100 stations available. 








COMMUNICATION & SOUND SYSTEMS 


f SSS SS SE SEBS See eee 











ro 
| Mail Coupon for Further Information - 
B) EXECUTONE, INC. Dept. A-!1 i 
Bo 415 Le xington Ave., New York 17, N. Y. t 
: Without obligation, please let me have— B 
CL) New booklet, “How to Solve g 

£ Communication Problems” 
ft (C A look at EXECUTONE in my office : 
i Name. Se a E 
i 
; Firm___ Pa i 
‘ Address. City ' 
- si | 
fa a 
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man the personnel manager of his de- 
partment. Give the face-to-face super- 
visor the responsibility for hiring, 
counselling, 
discharging. 


teaching, promoting, and 


In order to do this, the operating 


| departments must be kept small. Straw 


bosses, key men, and other intermediate 
supervisors should be eliminated. The 
foreman must know all his men per- 
sonally. He should understand their 
interests, capacities, ambitions, tempera- 
ments, and personalities, as well as their 
production skills. He should be the only 
one to whom the worker is responsible. 
Thus the foreman actually becomes an 
executive and not just a production 
pusher. Personnel work becomes an 
organic part of the managerial process 


and not an auxiliary gadget. 
Personnel Department Function 


And what of the personnel depart- 
It be- 
comes the service center for all per- 


ment? It comes into its own. 


sonnel needs. It continues to interview, 
to test, to screen applicants. Research 
and planning are major functions. 
Counselling in referred cases beyond 
the ability of the foreman is a major 
function. Arbitration of disputes and 
professional guidance to management 
are important services. Above all this, 
the personnel department is a school. 
It must teach foremen and all other 
executives to be adequate in matters of 
human relations. As teacher and guide, 
the personnel workers multiply their 
influence beyond their possibilities as 
liighly specialized counsellors. 

Human relations are a way of life. 
People on all levels must be imbued 
Human 


with a spirit. relations are 


| everybody's business. The professional 


personnel worker comes into his own 
when he becomes the stimulator, culti- 
vator, and teacher of human relations. 
In short, when he becomes the leaven 
in the loaf of the industrial organiza- 
tion, infusing his specialized knowledge 
of and prior concern for human rela- 
lions into every one. 

Finally, man-centered management 
requires a quality of mind which tran- 
scends the requirements of engineering 
and production. To the attributes of 
technical competence must be added 





the qualities of the liberal mind. 
Without attempting a_ philosophic 

b= oe : 

| discussion of the liberal mind, let us 
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Braemar South African Agencies 
P. O. Box 2898 
JOHANNESBURG, SOUTH AFRICA 


Interested in Textiles, desire direct 
factory representation. 











SOMMERFELD ASSOCIATES (SOUTH AFRICA) 
manufacturers’ representatives 

349 C. T. C. Bldg., Cape Town, South Africa 

timber 


— har 
Dui ging li ateridis 
toundry products -—— 


Prompt reply to all correspondence. 


noveities 














—for Small Coneerns Only 
It yours is a small concern, with a good 


product, and want fo increase saies at iow 
cost, COOPVERTISING is the ideal plan 
For $100 a month you get a complete pro- 
gram national magazines or direct ma 

For details write COOPVERTISING, 121 W 





Wacker Dr., Chicago 1, III 








41,700 MANUFACTURERS 


DUN'S REVIEW REACHES THE 
PRESIDENTS AND TOP  EXECU- 


NIVES OF 41.700 MANUFACTURERS. 


ARGENTINA 


Well-organized firm of manufacturers’ Agents wishes 
to represent manufacturers of raw Chemicals and 
Chemical Products for Industrial uses, on an exclusive 
basis. Connections with producers, only, will be 
entertained. 


IBANEZ & GOMEZ 


Viomonte 1636 BUENOS AIRES Cable Address: REDIS 


| 
l 











GUARANTEED 
PICTURES 


de la Argentina 


The largest independent 
film distributor in Latin 


America, with direct 
branches in the capital 
cities 
@ 


Lavalle 1943, Buenos Aires 
Argentina Republic 
Cables: Caboulifilms, Baires 
e 


Represented in New York by: 


STAR FILM CORPORATION 


55 West 42nd Street, 
New York, N. Y. 
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SOUTH AFRICA CALLING 


MENTIONED TRADE REPRESENTATIVES AND TRADERS IN SOUTH AFRICA ARE INTERESTED IN 
= DISTRIBUTING YOUR PRODUCTS 


To communicate with these firms address them care of the box number (B xxx) indicated in the cities under which they are 


listed. 


CAPE TOWN, S. A. 

STANDARD BANK OF SOUTH AFRICA LTD. All bank- 
ing facilities throughout (‘*Registe red as a Commercial Bank’’) 
South, Southwest & East Africa, also Rhodesia. Market research 
& trading contacts handled by C ommercial Service Dept., Cape 
Town (B 40) through bank’s New York Agency, 67 Wall Street 
Monthly Review available free on application. 

BANE’S CONSOLIDATED MOTORS LTD. Capital $2,000- 
000. Is a Publie Co. listed on Johannesburg Stock Exchange. 
Stockist Distributors of American & British Automobiles & 
Household Appliances; also ancillary lines of Accessories & 
Parts, ete. Owns Total Shareholding in Lloyds & Co. (S.A.) 


Ltd. (Est. 1892.) Stockist Distributors of Farm Implements, 
Windmills, Tractors, Roadmaking Machinery, ete. Branches 


throughout South Africa, both Wholesale & Retail. Head 


Offices, Cape Town. 


J. BOCK & SON (B 2038). Manufacturers’ representatives. Branches Johan- 


nesburg, Durban, Port Elizabeth, Bulawayo. Textiles, soft goods every desecrip- 
tion. Leather & findings for footwear industry. plastics, eleetrical. 

CHUTE, ROWLAND & CO. LTD. (B 1143). Require factory agencies. Steel 
mills, fencing wire, standards, nails, farming implements, timber, catering equip- 
ment. baths «& fittings, ete. 

DENT & GOODWIN CAPE (PTY.) LTD. 


ping agent 
DE VILLIERS A. I. & CO. (B 2933). 
burg with active agents all large towns in South Africa. Direct 
importers & agents: Agricultural insecticides, machinery, im- 
plements, orchard equipment, industrial chemicals, stock dips 
& remedies, fertilizers & packing material. Seed potatoes & 
apples. Established connections throughout entire South & 
Central Africa. 
INDUSTRIAL SUPPLY CO. (PTY.) LTD. (B 279). 
hikers, butchers, confectioners, dairies, wineries, ete. 
INTERCOM AGENCIES (PTY.) LTD. (B 3448). Manufacturers’ rep- 
resentatives organized to attend to international commerce as import 
& export agents, with affiliated offices throughout the Union. 
KAYE’S AGENCIES, 55 Ilout St. Manufacturers’ representatives cotton piece 
soods all descriptions, other textiles & fancy goods. 
KEENE & COMPANY (S. A.) (PTY.) LTD. Head Office: P. O. BOX 
2305, Cape Town. Branch offices: Johannesburg, Durban and Port 
Elizabeth, also at Rhodesia & Lourenco Marques. Interested in direct 
factory representation on basis exclusive agency of all commodities 
suitable for the wholesale & retail distributive trade. Specialized de- 
partmental representation. 
PRESTON AGENCY CO. (PTY.) LTD. (B 2247). 
er stuffs, electrical accessories, textiles. 

RAE & SON (B 442). Manufacturers’ representatives food- 
aie builders, household & electrical hardware, tools & chemicals. 


DURBAN, S. A. 
HAROLD J. DRINN (PTY.) LTD. (B 560). Mechanical & electrical supplies. 
Domestic & commercial electrical appliances. Power plants. switchgear, electric 
motors. cables, conduit & accessories. 
LAGESSE & CO. (PTY.) LTD. (B 2607). 
erals, chrome ore, manganese ore, graphite, mica, etc.; 
Import._timber, heavy chemicals, fertilizers, etc. 
MONTAGUE BLUNT & CO. (B 2503). Seek direct factory representation in- 
terior decorations, plastics, indoor transport & similar lines. Wrappings pack- 
ages, packings ; also interested timbers & offer for export copra, copra oils & other 
African products. Large interests in KE ast African Territories. 
REGENT PHARMACY (PTY.) LTD. 2399 West St. Cosmetics, toilet requisites, 
chemists’ sundries, fancy goods. proprietary medicines, 
D. STRANACK & PLOUGH (PTY.) LTD. 491 West St. Radios, washing ma- 
chines, refrigerators, all electrical household requisites, industrial & factory elec- 


trical plant. ete. 

JOHANNESBURG, S. A. 
BELL AGENCIES (B 113). Factory representatives seeking direct 
British, Canadian & American factory representation engineering 
equipment, tools, hardware, woodworking machinery, electrical appli- 
Agents in all leading centers. 
HERBERT E. BOWEN CO. (PTY.) LTD. Exclusive distributors 
advertising specialties, South Bg _— Africa. Write Box 339, 
Route 2. Newberg, Oregon, U. 
CHARTER ENGINEERING. CORPORATION (PTY.) 
LTD. 813 Maritime House. Diesel & Diesel Electric power 
plants & equipment, Diamond drilling equipment. Mine & mill 
ore recovery equipment. Connections with mining houses 
throughout Southern Africa. 
DRUGS & TOILETS (PTY.) LTD. (B 2801). Distributors 
of patent & proprietary medicines, druggists’ sundries, beauty 
products. Branches Cape Town, Durban, Port Elizabeth, East 
London, Salisbury & Bulawayo. All merchandise paid spot 
cash New York. 


(B 1446). Customs clearing & ship- 


sranch office Johannes- 


Chemicals & Sundries for 


Throughout Seuth Africa. 


Export all grades of min- 
wine & spirits. 
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| mongery, 


| H. GALANTE (B 380). 


... This is a paid advertisement. 


FILLERYS (PTY.) LTD. (B 6560). Sales agents, distribu- 
tors (departments agricultural, household, electrical, hardware, 
textiles, groceries) 16 branches, South Africa 5, Southwest 
Africa 3, Rhodesia 2, Belge Congo 3, French Africa, Egypt & 
London 15/17 Eldon St. E.C.2. Direct factory representation 
only desired. 

GERALD S. GUNDLE (B 5173). MANUFACTURERS’ 
REPRESENTATIVE with offices covering Union, Rhodesia & 
Portuguese East Africa, interested only in direct factory rep- 
resentation. Apply Barclays Bank, New York, concerning 
ability create, maintain, foster sales & uphold factory prestige. 
HILL & MURRAY LTD. (B 3070). Proprietary medicines, toilets & 
a grocery & household requisites. Ethical & professional 
products, 

INDUSTRIAL TRADING CO. PTY. LTD. (1 9012). Sales 
agents desirous contact textile manufacturers all descriptions. 
Fully experienced organization covering Union of South Africa, 
Southwest Africa & the Rhodesias. 


IVAN GITLIN & CO. 100 President St. Cotton & rayon piece goods specialists, 
Representation desired from manufacturers & converters only. ¥ 

P. W. JENNINGS PTY. LTD. (B3543). Also at Cape Town 
(B 198). Equipped to represent you throughout South Africa 
as exclusive manufacturers’ representative on commission basis. 
Household equipment novelties, electrical appliances, building 
specialties. Direct factory representation only required. 

B. OWEN JONES LTD. (B 2933). Chemicals, heavy industrial, 
pharmaceutical, laboratory reagents: general laboratory supplies: 
optical, scientific control, medical & surgical instruments: photo- 
graphic requisites: steel works & foundry supplies. 

LENNON LIMITED (B 8389). Wholesale manufacturing & retail 
chemists & druggists. (Est. 1850.) Branches throughout South 
Africa & Rhodesia. 

LIBERTY AGENCIES (PTY.) LTD. (B 6019). Branches 
Cape Town, Durban, Bulawayo. Manufacturers’ representa- 
tive & distributors for Southern Africa. Direct factory repre- 
sentation only desired, all under specialized departments. 
KENNETH R. MENTZ (B 7592). Also Cape Town, Durban. 
MANUFACTURERS’ REPRESENTATIVES desirous con- 
tacting MANUFACTURERS of cotton, rayon textiles, soft 
furnishings, rugs, carpets, proprietary grocery & confectionery 
goods, industrial raw materials, sporting goods. References: 
apply Wilson Bros., Box 772, Chicago. 

MIDDLE EAST & AFRICA TRADING CO. PTY. LTD. (B 8754). 
Sales coverage Africa and Rhodesias. Only direct representation 
desired. Steel mills, wire, piping, building materials, agricultural 
machinery. 

V. PRENDINI (PTY.) LTD. (B 8835). Desirous representing textile manufae- 
turers. References Chemical Bank, 165 Broadway, New York. 

SILVERS MOTOR SUPPLIES (PTY.) LTD. (B 5988). Automobile 
parts, accessories, garage equipment, tools & machine tools. Associ- 
ate companies: General Spares & Accessories Pty. Ltd., Pretoria, Tvl. 
Wholesale Motor Supplies Pty. Ltd., Bloemfontein, O. F.S 

SOUTH AFRICAN DRUGGISTS LTD. (B 5933). Wholessie chemists, 
manufacturing druggists, opticians, photographic dealers: fine, in- 
dustrial. pharmaceutical chemicals. 


H. E. TEIFEL & CO. (B 9487). Industrial raw materials. paper. cardboard. cot- 
ton varns. textiles, timber. plywood. chemicals, canned goods, manufactured 


products, steel. tinplate. 
A. R. WEEKS & SON PTY. LTD. (B 3842). 


factory representation. Commission basis. 
goods, hosiery, domestic glassware, cutlery, etc. 
Africa & Rodesias. 


PORT ELIZABETH, S. A. 
JENNINGS A. E. & SON (Plo). Builders’, merchants’ hardware & tools. 
prietary groceries & foodstuffs. 
E. J. NARRAMORE. 100 Main St. Builders & domestic hardware, tools, iron- 
sporting goods & all gardening requisites. 


RHODESIA, S. A. 


AFRICAN COMMERCIAL CO. LTD. (B 1108), Salisbury. S. R. Manufacturers’ 
representatives & distributors covering the Rhodesia, Nyasaland, Beira & Belgian 
Congo handling fashion goods, sport goods, household goods, groceries, patent 
medicines, stationery. hardware. building material. ete. 

H. BERSIN & CO. (B 1528). Salisbury. Invite inquiries for representation in 
Northern & Southern Rhodesia, Nyasaland, Portuguese FE. Africa from manufac- 
turers textiles, groceries, canned foods, confectionery, electrical household appli 
ances, machinery. hardware, timber, stationery & office equipment. 
Salisbury. Inquiries invited. Textiles, 
hardware. groceries, timber, household goods, men’s & ladies’ wearing 
le wien fh goods, branches Rhodesia, Belgian Congo, Portuguese Kast Africa, 


ganvik 
ROBERT R. TRUSCOTT & CO. LTD. (B 1057), Salisbury. 


Interested in direct 
Cotton & rayon piece 
Territory South 


Pro- 


enamelware, 
apparel, 
Tan- 


Sales organization 


| covering Southern & Northern Rhodesia, Nyasaland, Belgian Congo, interested 
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in sole representation all branches of trade. Also at Bulawayo, Ndola & Elisa 


hethville. 
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Greatest improvement in 
dictation technique since 
the invention of shorthand! 


WORLD’S ONLY 
DICTATION WIRE 
RECORDER 







@ PERFECT, ERROR-FREE DICTATION — Your 
dictation on the Peirce is recorded with 
perfect life-like fidelity. “Magnetic erasing” 
makes dictating smoother, faster for you 
—now make corrections by simply redic- 
tating at the places you want to change. 


@ TRANSCRIBING TIME REDUCED 25%— Your 


secretary has no cylinders to shave—no | 


breakable records to handle—no discs to 
change—greater ease in handling. 


@ SAVES 83% IN COSTS—Studies made re. 
cently in competition with ordinary disc 
and cylinder machines proved conclusively 
that Peirce saves you up to 83% on long 
term usage. Ask for cost study. 


@ AMERICA’S MOST VERSATILE DICTATION 
MACHINE—Ideal for educational purposes 
—sales training—police work —recording 
conferences —conventions — recording tele- 
phone conversations—inventory taking — 
hundreds of other uses. 


LEARN MORE ABOUT AMERICA’S 

MOST TALKED ABOUT 

DICTATION MACHINES 
Write for FREE illustrated brochure 
and name of nearest PEIRCE 
distributor. 





Peirce Wire Recorder Corp., Dept. B1 
1328 Sherman St., Evanston, Ill. 

Please send me FREE brochure and information 
regarding Peirce Dictation Wire Recorder. 
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contrast the technical attitude with the 
liberal attitude in terms of its scope. 
The distinction between the specific 
and the general, the narrow and the 
broad, the limited and the unlimited, 
the part and the whole is the essential 
difference between the technical and 
the liberal interest. The technical mind 
is concerned with specific operations. 
It confines itself to a narrow area. It 
imposes self-limitation, for as the level 
of achievement becomes higher, the 
scope covered tends to become more 
specialized. The liberal mind, on the 
other hand, is not limited to any one 
human task. The whole of human en- 
deavor is its field. It seeks to follow 
principles. Rather than tending to iso- 
| late specific individuals, groups, or 





human activities, it strives to under- 


| stand relationships between individuals, | 
| groups, and activities. For example, | 


_ the technical mind plans a housing pro- 
ject and constructs its buildings in ac- 





cordance with the laws of strain and | 
stress in materials and design. The | 


liberal mind conceives of the building 
in relation to the social needs for relief 


from slums and the citizenship of its | 


occupants. The sum of the matter is 
this: The technical mind is confined to 
| quantitative factors which the liberal 
| mind transcends into the realm of the 
| qualitative. 


Industrial Leadership 


Let it not be thought that these attri- 
butes are antagonistic. They can be in 


the same person. In fact, they often 
|reach their highest usefulness in the 
| person of one who is technically compe- 


; tent and endowed with good human | 


| relations. In industrial leadership, each 
| quality gives strength to the other. No 
longer can the product be considered 
| apart from the people who make it. 
| Nor can the economic interest of indus- 
| try be considered apart from the human 
interest. Men want bread but they 
want roses, too. 
| “We are blind until we see 

That in the human plan, 
Nothing is worth the making if 

It does not make the man. 


“Why build these cities glorious 
If man unbuilded goes? 

In vain we build the world unless 
The builder also grows.” 


Edwin Markham 
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Us 


for 
Profits 


not 


Procrastination 


Slow receivables repre- 
sent money out of work, 
depriving you of earned 
profits and operating capi- 
tal. An accumulation of 
past due accounts may re- 
tard the progress of your 
business or limit its scope 
and add to the cost of 
distributing your merchan- 


dise. 


Speed in capital turnover 
is an incentive to profits ... 
speed in keeping your 
capital on the production 
lines . . . speed in meeting 


competition. 


Collection specialists of 
our Mercantile Claims Di- 
vision can assure you of 
prompt action and a tact- 
ful presentation of your de- 
mand for payment of past 
due accounts wherever the 
Write 


or phone the nearest of- 


debtor is located. 


fice of 


Mercantile Claims Division 


DUN & BRADSTREET, INC. 


Offices in Principal Cities 














Dg? 





. it couldn’t be cleaner! 

Not even a pipeline’s complete protection, all the 
way from refinery to user, could deliver a cleaner, more sani- 
tary product than the sugar that’s shipped in multiwall paper 
bags! And that means most of America’s packaged sugar. 

Leading sugar companies have found that their 
most efficient and economical packaging, in large or small 
operations, is with St. Regis valve bag filling machines and 
low-cost, protective multiwall paper bags. With Multiwalls 
there’s no possibility of contamination in transit or in storage. 

Whether sugar goes in 100 lb. bags to the baker, 
the soft drink, candy, ice cream or other manufacturer .. or 
in 5 lb. or 10 lb. bags to the grocer for the housewife’s use 
— more and more sugar is being shipped in paper bags. And 
more and more of those bags are St. Regis Multiwalls. 


In its 43 plants throughout North and South America, St. Regis also 
manufactures: Printing, publication and specialty papers...“Tacoma” 
bleached and unbleached sulphate pulp... Panelyte — St. Regis 
structural laminated plastic. 


ST. REGIS PAPER 


230 PARK AVENUE, NEW YORK 17, N. Y. 
St. Regis Products are sold by St. Regis Sales Corporation: Offices in New 
York * Chicago © Balfimore © San Francisco and 20 other industrial centers. 


IN CANADA: St. Regis Paper Co. (Can.) Ltd., Montreal 
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BUSINESS AND INDUSTRY 















your goods. . 
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The following Canadian firms seek { 
direct contacts in the U.S.A. They can: e Manu- 
facture your products in Canada. 
manufacturing rights. . 
complete production ...¢ Import and distribute 
.e Act as factory representatives... 
Sell Canadian products to U. S. buyers. . 
. . e Render professional services. 
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NOTE: Inquiries as to rates for listings on this page should be addressed to Charles E. Darby, Canadian Advertising Rep 
Ontario, Canada; or any office of Dun & Bradstreet of Canada’ Ltd 


yesentative, Dun‘s Review, 159 Bay St., loronto, 


P. O. Box Numbers indicated by (B xxx) 





Advertising 
MCKIM ADVERTISING LIMITED. Complete advertising agency service. 
Offices: MONTREAL, Toronto, Winnipeg, Vancouver, London, England. 
Address: James Baxter, President, 320 Bay Street, Toronto | 


Automotive, Aircraft, Transportation Equipment 
CHASSIS AUTOMOTIVE PRODUCTS, MONTREAL 3. Spring shackles, 
teering and chassis parts. World-wide distribution. Agents wanted. 
C. A. MUNRO LTD. SAINT JOHN, N. B. Manufacturers agents and dis- 
tributors. Covering automotive and allied trades in the Maritime Provinces. 


China, Glassware, Jewelry, Plastics 


FRANK HACKING (CANADA) LTD. TORONTO 1. Covering coast to 
coast. Will act as factory representative or exclusive distributor. 


Custom House Brokers and Forwarders 
eile og BROS LIMITED, 307 Common St., MONTREAL.  Estab- 
. shed 18 Customs-brokers, w em ousemen and forwarding agents. 
SEABOARD BROKERS, HALIFAX, NOVA SCOTIA. Customs brokers. 
Specializing in forwarding imports, exports and in-transit shipments 


THOMPSON AHERN & CO., 40 Yonge St, TORONTO, ONT. Custom 
house brokers and forwarders. Suppliers of import and export invoice forms 


Food Brokers, Importers and Manufacturers Agents 
MANITOBA 
W. H. ESCOTT CO. LIMITED, WINNIPEG, CANADA 
brokers. Grocery, hardware, drugs, etc. Cover all Canada 
NEW BRUNSWICK 
JACK FROST SALES LTD. (B. 10) SAINT JOHN, N. B. Grocery brokers 
and mfrs. agents. Importers Distribut ion N. B. and P. E. | 
NOVA spay 
BRIGGS & CO., LTD., HALIFAX } tia. Complete 
sales coverage wh lesale and retail grocery trade in Nova Scotia 
VINCENT BROKERAGE CO. HALIFAX, N.S. Br. Saint John and Monc- 
ton,N.B Ac? es coverage, food and allied lines, Maritime Provinces 
QUEBEC 
A. FRS. TURCOTTE REG'D., QUEBEC CITY, CAN. Specia 
distribution throughout eastern Quebec 
WATT & SCOTT (Montreal) LTD., MONTREAL, P. Q 
distributors of food products throughout eastern Canada 


Merchandise 


B Nova Sco 


Sydney asc 


ve sal 


zing in food 


Importers and 


General Merchandise Distribution 
PARR & CO., H. J. (B. 694), LONDON. Whol. dist. gen!. hdwe., house- 
hold appl., plubg. fixtures, oil htg. and elec., gas and liquid gas ranges 
TAF DISTRIBUTING INCORPORATED, 455 Craig St.. W., MONTREAL 
Specializing in general merchand distribution throughout Canada 
Appliances, furniture, hardware, textiles, etc 


sé 


smallwares, 
Hardware, Sporting Goods, Radio, Electrical and 
Household Appliances 
T. P. CALKIN LTD., KENTVILLE, NOVA SCOTIA. Wholesale jobbers, 
hardware, sporting goods, plumbing, heating supplies and specialties 


ELECTRICAL WHOLESALERS LTD CALGARY. Desire radio, major 
appliances, commercial refrigeratior Exciusive Alberta distribution 
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HICKMAN TYE HARDWARE CO. LTD., VICTORIA, B. C. Complete 
B. C. coverage. Whol., hardware & electrical goods. Br. Whse., Vancouver 
KYDD BROS. LTD., 120 W. Hastings St., VANCOUVER. Need builders 
hardware, cutlery, mechanics’ and power tools, major electrical and house- 
hold appliances, sheet metal, plumbing and heating supplies 

METALS LTD., CALGARY, EDMONTON, ALTA. and VANCOUVER, B. C 
Wholesale hardware, plumbing, heating, radio and major elec. appliances 
Complete coverage Alberta and B. C. Clean effective distribution. 
FRED C. MYERS LTD., VANCOUVER, B. C. Wholesale hardware, elec- 
trical appliances. Ten travellers. Full coverage British Columbia 
RONBE EXPORTING CO. WINNIPEG. Desire Canadian representation, 
cutlery, tools, hardware, glassware, sporting goods, etc. 

SHEFFIELD BRONZE POWDER CO., LTD., TORONTO. Household paint 
and hardware specialties. Complete Canadian detail distribution 

WM. STAIRS, SON & MORROW, LTD., at HALIFAX, N.S. Since st 
with branches Sydney, Nova Scotia, Saint John, New Brunswick, invit 
submission new lines suitable for hardware and general store stron dy ae 
tractors, plumbing and heating trade, shipbuilding and manufacturing in- 
dustries. 25 salesmen insure you complete coverage of the Maritime 
Provinces markets 

W. H. THORNE & CO., SAINT JOHN, NEW BRUNSWICK. Wholesale 
jobbers, hardware, tools, sporting goods, silverware, cutlery, kitchenware 
THE W. H. THORNHILL CO., LTD., 433 St. Helen St.. MONTREAL 
Manufacturers’ representatives, import ers and distributors hardware, small 
tools, cutlery, household goods and wheel goods. 

WOODS WESTERN LTD. CALGARY. Business established 15 years. 
Interested in any line sold to general trade, chiefly hard lines. 


Industrial Chemicals, Oils, Waxes 
CHEMICALS LIMITED, 384 St. Paul, W., MONTREAL. Importers and 
distributors; industrial chemica!s, raw materials for industry throughout 
Canada. Interested in representations and offers 
SHANAHANS, LTD., VANCOUVER. Also Calgary and Winnipeg. West- 
ern Canada distributors, industrial chemicals and raw materials 
CHARLES ALBERT SMITH LIMITED, 123 Liberty St., TORONTO. Rep- 
resenting manufacturers for selling in Canada bulk chemicals, chemical! 
specialties to industry and pharmaceutical manufacturers. 


Leathers, Shoe Findings, Work Clothing 


C. PARSONS & SON LTD , LEATHERS, TORONTO. Want agencies vici 
kid, suedes, calfskins, shoe findings, repair machinery and equipment 


Lumber, Building Materials, Plumbing and Heating, Paints 
BELL & MORRIS, LTD., CALGARY, Alberta. 
terials, building supplies, windmills and pumps 
VIC al bing’ & BRICK SUPPLY CO., LTD., VANCOUVER, 
W a 


nt exc 6 building supply lines—-Agency, Purchase or Mfg 


Plumbing and heating ma- 


B.C 


rights 


sini Metal Products, Farm Equipment 
ALLANSON ARMATURE MFG., CO., LTD., TORONTO. Manufactur- 


ing specialty transformers (France patents) and automotive armatures, 
would welcome opportunity of discussing manufacture of electrical 
products where small coil winding involved. Need magnet wire. 
COUTTS MACHINERY COMPANY LIMITED, EDMONTON, Alberta 
Requires source of supply tor iron and steel products, components, etc 
Act as distributor for farm and industrial machinery. Best facilities. 
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CROSSMAN MACHINERY CO. LTD., VANCOUVER. Distributors of 
transmission, construction and mechanical equip. B. C. and Alta. coverage 
VANCOUVER IRON WORKS LTD. VANCOUVER, B. €. Mfrs. of boilers, 
pressure vessels, steel pipe, welded plate work, general engineering. 
Desire to obtain manufacturing rights on any of above lines 
WESTMINSTER IRON WORKS CO. LTD., NEW WESTMINSTER, B. C. 
Nitrs. logging machinery. Exchange mfg. rights general machinery 
WILLARD EQUIPMENT, 860 Beach Ave., VANCOUVER, B. C. Ma- 
chinery dealers, building supplies, importers, exporters. (Estab 1919.) 


Manufacturers Agents (General) 
BARNEY ADLER & SONS, INC., 1260 University St., MONTREAL Have 
established Canada-wic Je connections jewelry and g ftware re trades. Seek, 
from manufacturers only, exclusive representation in silverware, pewter- 
ware, fancy china, lectins Original designs 
CANADIAN BELTING MFRS. LTD., MONTREAL. Seek new lines indus- 
trial, mechanical, railway supplies for Canada-wide distribution. WE 6701. 
DODDS, STEWART & CO., Holden Bldg, VANCOUVER. Mfrs. Agents 
Established connections ; obbe: s, department stores, retailers. Seek lines 
sportnig goods, hardv are, general merchandise 
DURO-LITE PRODUCTS OF CANADA LIMITED, CALGARY, Alberta. 
Canada-wide distribution, electrical, automotive and hardware lines 

H. HACKING CO. LTD. VANCOUVER. Nation wide distribution. Seek 
kitchenware, pottery, mechanics’ tools agencies. Ten branches. 
NlacKELVIES LIMITED, WINNIPEG Seek agencies grocery, drug, light 
hardware, novelty, toy lines. Covering Western Canada 
HAROLD F. RITCHIE G CO. LTD, TORONTO 45 salesmen cover 
drug & grocery trade all Canada gare storage, billing, collecting. 
W. CLAIRE SHAW CO., 407 McGill St, MONTREAL. Seek direct agen- 

s from mfrs. hdwe , auto and household tools Commission basis only. 


Novelties, Leather Goods, Advertising 
|. C. S_VARCOE, 45 Yo 18¢ St. TORONTO 


distribution, advertising n ties of all kinds; gifts 
occasion. Sales promo tion ‘ means of merch aniliae 


Can provide Canada-wide 
premiums for every 


Paper, Paper Products 


MacGREGOR PAPER & BAG CO. INC., MONTREAL. Interested in 
distribution of paper products, Quebec and Maritime Provinces 


PROFESSIONAL SERVICES 
Appraisers 


THE INDUSTRIAL VALUATION CO., LTD., MONTREAL. An authority 
on Physical Values. Industries, Public Utilities, Etc. Inquiries invited. 


Architects 
GREEN-BLANKSTEIN-RUSSELL. Architects, Engineers, Time Building, 
\VINNIPEG, Manitoba. Telephone 92288 
NicCARTER & NAIRNE. Architects & Struc 
Building, VANCOUVER, B.C. Building Inve 


tural o- neers, 5 hae Marine 
nent Counse 


Chartered Accountants 

MARITIME PROVINCES 
NIGHTINGALE, HAYMAN & COMPANY. Chartered Accountants. Board 
of Trade Building, HALIFAX, Nova Scotia, also Sydney and Yarmou th, N.S. 
ee 
C rbetrig ae CORDON & CO, Chartered Accountants, | fellington 

eet, West, TORONTO 1, Montreal, Hamilton, Winn pes & Vancouver. 

LTON C. EDDIS & SONS, Chartered Accountants, (E: 

Ke imond Street West, TORONTO 1, Ontaric 
EDWARDS, MORCAN AND COMPANY, 10 Adelaide St.. TORONTO 
Offices also at Montreal, Winnipeg, Vancouver, Timmins and Calgary 
ROBERTSON, ROBINSON, McCANNELL & DICK. Chartered Account- 
ants. Sterling Tower Bids, TORONTO, Tyshler Bldg Chatham, Ont., 
THORNE, MULHOLLAND, HOWSON, &G McPHERSON TORONTO, 
Kitchener & Galt, Ontario. Rep. throughout Canada & United States 
WILLIAMSON, SHIACH, SALES, GIBSON & MIDDLETON, Chartered 
Accountants, 66 King St., West, TORONTO |, Ontario. Ad. 7385 
QUEBEC 


ANDERSON & VALIQUETTE, Chartered Accountants, 84 Notre Dame 
St. W., MONTREAL 1, Quebec. Telephone Plateau 9709 
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MONTREAL |, QUE. 
Toronto, Winnipeg, Calgary, Vancouver and Saint John, N. B 


P. S. ROSS & SONS, Chartered Accountants, 


WESTERN CANADA 
GRIFFITHS & GRIFFITHS. Chartered Accountants. The Roya! Ban 
Building, VANCOUVER, B. C. Phones Tatlow 116] and 1162. 
ISMAY, BOISTON, DUNN & CO. VICTORIA, B. C. Chartered Ax 
countants. 305-7 Pemberton Building. Telephone Garden 3732 
MILLAR, MACDONALD & CO. Chartered Accountants, 395 Main Street 
WINNIPEG, MAN., 304 Bay St. Toronto and in Owen Sound, Ontari 
NASH & NASH, Chartered Accountants, 603 Tegler Building, ‘EDMON- 
TON, Alta. and Grande Prairie, Alta 
RICHARDSON G&G GRAVES, Chartered Accountants, Lancaster Building 
CALGARY, Alta., also Medicine Hat, Alta 
RONALD, GRIGGS & CO. Chartered Accountants 
Trust & Loan Building, WINNIPEG, Manitoba 
Grain Building, SASKATOON, Saskatchewan 
ROOKE, THOMAS & CO. Chartered accountants. Leader Building 
REGINA, Saskatchewan Phone 5082 


Legal 
MARITIME PROVINCES 
DAVISON & GODWIN. Barristers and Solicitors, 436 Barrington Street, 
HALIFAX, Nova Scotia. Telephone 3-720] 
INCHES & HAZEN. Barristers and Solicitors, 23 Royal Securities 
Building, SAINT JOHN, New Brunswick. Phone 3-2516 
ONTARIO 
FASKEN, ROBERTSON, AITCHISON, PICKUP & CALVIN, Barristers, 
Solicitors, Notaries, Excelsior Life Building, TORONTO 1. Tel. El. 2476 
GOWLING, MacTAVISH, WATT, OSBORNE & HENDERSON, Barristers 
and Solicitors, 56 Sparks St., OTTAWA, Ontario, Canada. Tel. 2-178] 
McMASTER, MONTGOMERY & CO., Barristers, Solicitors, Notaries Pub- 
lic. 902 Temple Building. TORONTO 1, ONTARIO 
PEAT, McBRIDE, HICKEY & GREEN, Barristers and Solicitors, Canadian 
Bank of Commerce Bldg., HAMILTON, Ontario Phone 7-3677 
QUEBEC 
LACOSTE & LACOSTE, Lawyer: 
St West, Provincial Bank Bldg 
MONTGOMERY, McMICHAEE. COMMON HOWARD, 


Barristers, Solicitors, Etc., 221 St. Jame 
MONTREAL, Que., La. 7277 
FORSYTH & 


KER Barristers and Solicitors, Re 3ank Building, MONTREAL 1, Que 
WESTERN cameana 

CAMPBELL, MURRAY & CO. ao ters and Solicitors, Hall Building 
VANCOUVER, B. C., Tel. Mari 533] 

DILTS, BAKER, LAIDLAW G SHEPARD Barristers, solicitors, e! 


Huron & Erie Bldg.. WINNIPEG Manitoba. Teleph one 93-4] 
FENERTY, FENERTY & MCGILLIVRAY, 203 Insurance ucheones Bldg, 


CALGARY, Alberta. General Practice and Corporation Law 
THOMSON, DAVIDSON & CRUICKSHANK. Barristers, Solicitor 
lotaries, McCallum-Hill Building, REGINA, Saskatchewan, Canada 





Stationery, Books, Office Supplies 
THE WILLSON STATY. CO. LTD. WINNIPEG and VANCOUVER. Retail! 


wholesale and manufacturing facilities covering all Western Canada 


Textiles, House Furnishings, Apparel 


Aggressive Sales Oranization covering all Western Canada, Branche 
Calgary and Vancouver. Employing twelve salesmen, requires textile 
products, wearing apparel and accessories for men, women and children 


STYLE AGENCIES, WINNIPEG, Manitoba 


BUCKWOLD’'S LTD. SASKATOON, CANADA. Importers, distributors 
textiles, work clothing, ladies’, men’s, children wear, floor coverings 
MISCELLANEOUS 
Insurance 


CARDINAL & MELOCHE, 233 Notre Dame Street, West, MONTREAL 
Desire General Agency for Casualty or Fire Ins surance Compan es 


Smallwares, Lamps, House Furnishings 
GENERAL SALES CORP., LONDON. Ontario dist. household electrical! 
appliances, specialty hardware and wheel goods. Warehousing facilities 


Specialty Metals, Plastics 
PECKOVER’S LTD., TORONTO. Warehouses across Canada 


Inter 


ested in agencies plastics, stainless accessories, specialty metals 
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of industry and 
finance for its 
incomparable 
hospitality 













Competitive ski-ing is at its best in 
Québec. Expert and tyro alike enjoy 


,, 10 the tull Québec’s brilliant sunshine, 
=, Gry invigorating air and wonderful 


vacation that is different write Provin- — 
HOTEL 


a Vfo Xv 


cial Tourist Bureau, Parliament Bidgs., 
Québec City, Canada. 





LA PROVINCE DE 


ss 


yd the Provincial Publicity 

Bureau, Parliament Bidgs., 
Québec City, for information 
concerning the unsurpassed industrial opportu- 
nities in our province. < 


Manufacturer with good connections for 
* purchase of sheet steel to manufacture 
* for us farm machines including grain 


elevators. Small town location preferable. Should be located on 
Mississippi River or no farther east than Chicago. Must have steel 
buying experience and plant Jarge enough to enable us to meet 
competition in future years. Will contract for complete output. We 
have a large aggressive sales organization and distribute over twelve 





FRANK E. WEAKLY, President 
WASHINGTON, D. C. 














midwest states. Write, wire or eall 


DD. & D. COMPANY 


FORT DODGE, IOWA WALNUT 1245 











“GREAT BRITAIN CALLING” | 


THE FOLLOWING COMPANIES IN GREAT BRITAIN 
INVITE CORRESPONDENCE FROM AMERICAN CON- 
CERNS OR INDIVIDUALS WITH A VIEW TO REPRE- 
SENT OR TO BE REPRESENTED BY THEM; AND/OR 
TO BUY OR TO SELL PRODUCTS OR SERVICES 
LISTED. (THIS IS A PAID ADVERTISEMENT; FOR 
PARTICIPATION, ADDRESS: W. W. DODWELL, BRAD- 
STREET’S BRITISH LTD., ADELAIDE HOUSE, LON- 
DON BRIDGE, LONDON, E.C. 4, je acucenll 











M. CALDERON LTD., 3/4 Eden St., London, N.V W.1. Manu- 
facturers and exporters of electrical goods specializing in 
equipment for permanent waving. Hair dryers of modern de- 
sign, permanent waving machines and heaters for all methods, 
also setting hoods. 
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OPERATING RATIOS 


(Continued from page 19) 


| factors will force retailers to spend more 


money relatively for publicity and to 
train salesmen. Moreover, in their ef- 
forts to get trade, more retailers are 
very likely to offer more services, and 
undoubtedly these will entail additional 
outlays. 

Is there any evidence backing up this 
line of reasoning? Yes. Certain in- 
vestigations including my own* indi- 
cate that it is the intention of many 
retailers to return to their former ser- 
vices and to increase their expenditures 
for publicity and for training  sales- 
people. 

Seventy department store operators 
in the eleven Western states were asked 
if they expected to increase their expen- 
ditures for advertising, display, sales 
training, and for improvement in store 
layout; and if they intended to increase 
sales on credit in the post-war period. 
These merchants also were asked 
whether they intended to return to such 
services as deliveries, goods sold on ap- 
proval, gift wrapping, C.O.D. sales, in- 
eg customers’ names on goods, 
taking special orders, and so on. 

Of 69 reporting, 35 expect to increase 
their advertising expenditures and 41 
say they will allot more money for sales 
training. Of 68 furnishing data, 44 in- 


| tend to spend more for displays and 
| 66 expect to improve the layout of their 


store. 


Of the 6g reporting on credit sales, 
35 intend to increase their credit sales 
on the open book account, and 36 on 
the basis of installments. Of the 66 
furnishing data on other services, 40 
intend to return to deliveries; 19 to 
selling goods on approval; 50 to gift 
wrapping; 43 to C.O.D. sales; 26 to 
inscribing names on customers’ mer- 
chandise; and 52 to taking special 
orders. 

Such intentions show that these mer- 
chants realize the need for better sales 
promotion in the new buyers’ market 
and that they consequently expect to 
increase their operating costs. Perhaps 
they, better than others, visualize an 
increase in the tempo of competition 

N. H. Comish in N. H. Fnyte'’s Murkerin 


(The Ronald Press Company, New York, 1946, pp. 197- 
02). 
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Obalional Mechanized Accounting 


cuts 
costs 
up To 


30), 


Hotels... department stores... banks... businesses of every type — all report 
savings in this range after mechanizing their accounting with National 
Accounting Machines. These savings often paid for the whole installation 
the first year—and then ran on indefinitely! Some of these concerns were 
large—some employed only 50... . Could you cut costs correspondingly? 
Ask your local National representative to check your present set-up, and 
report to you fully and specifically. There is no cost or obligation of any kind. Ate ss 


THE NATIONAL CASH REGISTER COMPANY « DAYTON 9, OHIO 
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As essential as a typewriter 


Portagraph is as essential for copying valuable original records 
as a typewriter (s for creating them. Your stenographers and 
typists are highly skilled assistants who use their typewriters 
to create these originals—letters, contracts, reports, and other 
documents, important to the proper operation of your busi- 
ness. Every time they stop to copy a document they are taking 


60-60" 


geADING OF 


time from their real job. 


Portagraph eliminates this waste of your personnel’s creative 
time and effort. It copies any kind of record quickly, accurately, 


and economically. No chance for errors in transcription... 





coRRECTING 


coples 


minutes 


no need for proofreading . . . corrections are unnecessary. 


Simple to operate 


Since Portagraph can be operated under subdued lighting con- 
ditions, there are no special expenditures required for dark- 
room layouts. Just set it up in a corner and start using it. 
Find out more about this amazing way to simplify your copying 
procedures and still save money, time and labor. Write us today. 


Address: Photo Records Division, Room 2689, 315 Fourth 


Avenue, New York 10, N. Y. 


*60 photocopies—60 minutes 
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now that more retailers are plying their 
trade than ever before. Perhaps they 
realize that it will cost more to over- 
come the increasing consumer buying 
resistance as more and better goods are 
produced. And perhaps they know it 
will cost more to sel] the variety of new 
items which are gradually fnding their 
way into the markets than it did to sell 
goods in current demand. 


Competition Will Vary 


Yet the operating costs of all retailers 
are not likely to rise proportionately 
in the future. The maladjustments of 
supply and demand in the different 
trades vary. These maladjustments 
will not be straightened out simultane- 
ously. Hence the pressure of compe- 
tition will vary in different trades and 
will be reflected partly through differ- 
ent trends in operating costs. Mer- 
chants who desire to employ operation 
ratios for budgeting and other purposes 
should therefore make use of the latest 
appropriate ratios available to them 
from time to time. 

In the past we have noted wide varia- 
tion among different types of retailers 


| in the use made of operating ratios. 


The table on page 19 indicates the ex- 
tent of use of these tools in different 
store categories, according to an Investi- 
gation which I made in 1940. It is 
unfortunate, I believe, that even more 
small-scale retail executives have not 
discovered the value of cost ratios as 
guides for current and future store 
operations. 


Now that we are moving into a buy- 





PERCENTAGE OF 525 SMALL OREGON 
Srores, IN SPECIFIED Kixps OF 
Business, Usinc OPERATION 
Ratios as GUIDES IN 1940 


Type of Store Percentage 

WAR S CAE. 65d oS seks wns 60.0 
PiatOte: os OS Since odes ae 54.0 
Furniture Satie iuiest apatite a deyetee 438.0 

PUNO AOCESHIIEB 9 6 a. oo ia ws 46.6 
SpOrengnsoOGs... fs<.d.0. sendcte 2 44.4 
Blectric Appltance. ..65.-20-.. 43-0 
PAM i ncarrs cwitenenieotenicen 42.0 
eS = 2 ee ae eee eee 41.6 

WD SRAVEMNONG i 41 x a09. 3 0drawie s7e,0% 40.0 
TE ee Peake 40.0 
Women’s Apparel. ...cesscee 40.0 
MISCHUANEOUS 56s is0. sade 0:08 010.5 29.2 

Drug Saree nage hehe imine mianingsh Ss" 28.0 \ 
Waly ai Sucagacpeaeeere.s 24.0 
Shoe Sth 4 prea sacareiacgce 24.0 { 
General Merchandise.......... 14.0 
TS Ta ei di tee Rarer porte 12.0 
Book, Stationery, Gift = ae 0.0 
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THIS USED TO HAPPEN 


> 


yg 
Slip and fall accidents disabled 


more employees than any other cause, save 





one. So in 1944, this airline company insti- 
tuted the Legge System of Non-Slip Floor 
Maintenance. In two years since, these acci- 
dents dropped 56%...now rank as a minor 
cause of disabled personne). 






SS 
4 


—_ AS 
a gl eee 


LEGGE.-xcer FLOORS 

UP TO 95% SAFER 
In leading buildings and plants, the Legge 
System has proved it reduces slip and fall 
accidents up to 95%. It is often recom- —— 
mended by casualty insurance companies. iat f 









DO NON-SLIP 


FLOORS PAY? | 


? You'll find the answer in our free booklet, 
“Mr. Higby Learned About Floor Safety the Hard 
Way.” It analyzes the “hidden costs” of unsafe floors; 
shows how a Legge floor safety program helps reduce 


many “fixed” overhead expenses 


It also describes how you 
get a floor upkeep plan personally en- 
gineered to your needs by a Legge 
advisor. 





Then it tells how this tailor- 


made plan eliminates extra labor, exces- 
sive use of materials and rapid floor deterioration . . . 


sscuauey aaa sai | so you can actually cut floor maintenance costs up 

: : ‘ 4 to 50%! 
You will find it worthwhile reading. To send 
for your copy, clip the coupon to your letter- 
head and mail. 





ee es : LT OT ES rT WALTER G. LEGGE CO., INC. 
Fa a a ea A Be ee i 11 West 42nd St., New York 18, N.Y. 


360 N. Michigan Ave., Chicago 1, Ill. 
Gentlemen: 

Please send me your free book, “Mr. 
Higby Learned About Floor Safety the 
Hard Way.” 





OFWON-SL/P FLOOR MAINTENANCE 


I 
t |] 
 «. LEGGE & 
WALTER G. COMPANY, INC. = 
} 


Type of Floor. 
New York © Boston © St.lovis + Chicago + Ft.Worth © Seattle ¢ Cleveland 
losAngeles © Washington,D.C. * Denver + Rochester * Pittsburgh - Detroit 














—— Se i So ee ae 


Area sq. ft. 
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The business that 
hated Christmas 


The Amalgamated management 
used to face each Christmas with 
no peace, less good will...and a bad 
case of jitters. Seasonal rush plus an 
avalanche of inventory and auditing 
problems brought on pandemonium 


bordering on paranoia. 


[vevrraste hazard of the trade? 
Management thought so until the 
public accountant pointed out that 
the fiscal year could easily be 
changed to conform with the 
trade’s natural business year —in 
this case, Sept. 1 to Aug. 31. The 
summer slack concluded a natural 
business cycle; the inventories and 
receivables were at the lowest ebb; 
there was less work to do, more 
time to do it. Financial statements 
as 


le 


prepared at that time gave a clearer 
picture of business past, provided 
more reliable indices of business 
future, supplied a better base for 
sounder planning. Result: merrier 
Christmases and more prosperous 
fiscal New Years to boot! 

Helping management heighten 
efficiency by plotting the natural 
business year is but one of many 
valuable services which the public 
accountant provides for his clients. 
To do his job well, the accountant 
needs access to fresh, reliable facts. 


McBee is not an accounting 
firm, but our products and methods, 
evolved in forty years, can assist 
accountants by making the facts 
available faster. 


THE McBEE COMPANY 


SOLE MANUFACTURERS OF KEYSORT 


295 Madison Avenue, New York 17, N. Y...Offices in principal cities 
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ers’ market, it is particularly important 
that retailers study their operation costs 
in the light of those of their competitors. 
In doing so, they should of course keep 
in mind that ratios are averages and 
also that the time element partly in- 
validates their use as guides. Store ex- 
ecutives should take cognizance as well 
of future changes in business conditions 
and store policies. If these factors are 
properly considered, store operation 
costs applying to the retailer’s trading 
area and line and size of store classifi- 
cation, may wisely be taken as mana- 
gerial guides for future operations. 
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